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We who are about to die 


That more than 200,000 American men aged between 25 and 55, 
must die within one year, is tragic indeed. But how much more 
poignant is the tragic fate of families left to face want because 
there was too little insurance—or none at all. 


How more than 650,000 Americans, determined to avert that 
tragedy, have turned to The Northwestern Mutual, is set forth in 
a full page advertisement, with the above illustration and heading, 
appearing in The Saturday Evening Post of October 15th. 


This advertisement—one of a regular monthly series—is designed 
to supplement and facilitate the work of Northwestern Mutual 
agents, and is developed for them into effective, co-ordinated 
sales promotion material. 
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How Big is Big d 


How do you measure the 
value of a company to your 
agency? Size? . . . Big figures 
are admittedly impressive. 
But you do business with 


people . . . not with figures. 


There is importance in the 
question... how many 
agencies and_ policyholders 
are served? But more im- 
portant, how will your agency 
and your policyholders be 
served? 


If you want an agency-mind- 
ed company . . . a company 
with a real grasp of prob- 
lems in the field . . . Conti- 
nental, we believe, is what 
you are looking for. Investi- 
gating our agency contract 
may reflect a pleasing picture 
on the profit side of your 
ledger. 


[ L 





ASSURANCE COMPANY 
CHICAGO, ILLINOIS 


Affiliated with 
CONTINENTAL CASUALTY COMPANY 








A SILENT PARTNER 
THAT IS NOT VERY 
“SILENT” 

% 

The Shield Man has a power- 


ful partner working hand-in- 


hand with him in the field. 


This partner is the Company's ~~ 
own 50,000-watt radio broad- 


casting station— 


WwsM 


—on the air eighteen hours out 


of every twenty-four. 


For thirteen years now, WSM 
has been making friends for 
the Shield Man and for the 
Company, and, as a result, there 
are few localities where the 
the Shield Man is a stranger. 
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Fulton Asks for 
Coordination of 
Conflicting Trends 


‘Home Life President Would 
Harmonize Administrative 
and Selling Activities 


NEW YORK — Two conflicting 
trends—the accelerating spread of com- 
pany-sponsored programming plans and 
the movement to cut down settlement 
option complications—should be har- 
monized for the good of the business, 
President James A. Fulton of the Home 
Life of New York declared at the first 
fall meeting of the New York City Life 
Managers Association. 

J. M. Holcombe, Jr., manager Life 


Insurance Sales Research Bureau, spoke 
on the trend toward doing more to aid 
the agent in the way of training and 
supervision. His address is reported 
elsewhere in this issue. 

“Realizing the aimlessness and lack 
of plan of the average life insurance 
sale, intelligent and advanced under- 
writers have for years been tending to 
put their work more and more on a 
programming basis,” Mr. Fulton said. 
“This is healthy and obviously sensible. 
A planned life insurance program has 
much greater value to the insured than 
an unplanned group of policies. Lately 
this trend has become greatly acceler- 
ated. You find the agency departments 
of company after company evolving and 
sponsoring some form of life insurance 
programming which is presumably to 
be used by their entire sales organiza- 
tion. Planned life insurance of one form 
or another seems to be sweeping the 
country and yet, at the same time, you 
find another cross current. 


Concern Properly Felt 


“You find the administrative officials 
of those same companies becoming se- 
riously concerned with the problems 
which life insurance programming cre- 
ates. Some life underwriters, in their 
desire to do a perfect job of program- 
ming, have evolved extremely compli- 
cated plans which create intricate legal 
problems, the possibility of costly. liti- 
gation if they are not clearly and prop- 
erly drawn and the multiplication of 
administrative costs. We therefore find 
the officers of companies who are re- 
sponsible for the handling of these prob- 
lems properly concerned. 

“We find serious effort being made 
In some quarters to limit the scope of 
the service rendered along this line and 
to avoid unnecessarily complicated 
agreements. On this whole question 
there seems to me to be the greatest 
need for the coordination of the activity 
of the administrative end of the business 
at the home office and the selling end 
of the business as represented both by 
the field organization and the home of- 
fice agency department. In this,’ as in 
many things, a middle course seems 

(CONTINUED ON PAGE 33 


NEW YORK—As is usually the case 
at actuarial meetings, a wide range of 
topics of general interest to life insur- 
ance men in all branches of the busi- 
ness was covered in the addresses at 
the joint meeting here of the Actuarial 
Society of America and American In- 
stitute of Actuaries. 

In reviewing: the basic rules which 
should be followed in the investment 
of life insurance funds, E. C. Gill, 
treasurer Canada Life, outlined the 
practical application of the principles 
of investment policy in relation to the 
prevailing low interest rate situation. 
As life insurance has never been predi- 
cated on a high rate of interest, the 
companies are not forced to seek specu- 
lative investments. While insurance 
companies endeavor to obtain the high- 
est practicable yield, nevertheless, the 
most essential requirement in the in- 
vestment of funds is security of prin- 
cipal. Even though interest rates are 
low, the standard of investments should 
never be lowered to the slightest extent. 
By concentrating upon purchases in 
medium term securities, funds will be 
free for reinvestment at a time when it 
is hoped interest rates will have im- 
proved. The risk of interest loss is 
too great, however, to hold large 
amounts of uninvested cash or short 
date treasury bills in anticipation of an 
early improvement in rates. 


Watch Investment Maturities 


In order to diversify the risk of loss, 
investments should be widely distributed 
in relation to type of security, to re- 
demption dates and locality. Precau- 
tion must be taken to eliminate securi- 
ties that are deteriorating. Obsolescence, 
over-production, inventions and other 
causes bring about great changes in in- 
dustry which may occasion loss to the 
investor if careful watch is not kept. 
A great saving can be effected, Mr. Gill 
stated, by following an “active” invest- 
ment policy with adequate provision for 
constant review of portfolios. Consid- 
eration should also be given to the ar- 
rangement of maturities to correspond 
with the liabilities of the company. 
Sufficient funds should always be avail- 
able to meet all demands on the com- 
pany and also to take advantage of any 
unexpected opportunity that might arise 
for favorable investments. 


BIG CASES ARE BAD 


The most desirable ordinary business 
from the standpoint of mortality and 
expense is made up of policies between 
$2,500 and $50,000 in face amount, was 
the conclusion of John M. Laird, vice- 
president and _ secretary ‘Connecticut 
General Life, in discussing mortality 
experience and selection of risks. 

Although underwriters have long 
known that mortality by amount of 
insurance is greater than by number of 
policies, thereby indicating higher mor- 
tality for the larger amounts, they have 
encouraged the sale of large cases in 
the hope that extra mortality would be 
offset by savings in expense. Recent 
statistics, however, show clearly that 
the best mortality is on policies of less 
than $10,000 and that there is a serious 











Wide Range of Topics 
Reviewed by Actuaries 


question as to the extent large policies 
can be justified by expense savings, or 
other factors, in view of the heavy extra 
mortality shown by various experiences. 

The total of insurance on one life in 
all companies is probably a more im- 
portant factor than the size of one ap- 
plication in one company, said Mr. 
Laird. In the latest large experience 
of one company on those carrying $400,- 
000 or more in all companies, the loss 
ratio was about 185 percent of the nor- 
mal. The combined experience of 30 
companies up to 1930 showed that for 
the selection unit “$1,000,000 and over,” 
excluding term insurance, the mortality 
was 169 percent of the normal. Al- 
though the latter experience was not 
large from the point of view of number 
of lives involved, and did not reflect 
modern selection standards, it did not, 
on the other hand, include the higher 
mortality experienced by the companies 
during the depression. 

For the past few years, much greater 
care has been given to large applica- 
tions. This is evidenced by the fact 
that on business of average size the 
rejection rate varies from 5 percent to 
10 percent, while on larger policies up 
to $500,000 it is now roughly 25 percent, 
and on those involving $500,000 or more 
it is now about 40 percent. There are 
indications, said Mr. Laird, that the 
stricter selection now being exercised 
might be beginning to show signs of 
returning satisfactory experience, but 
the lack of volume and the newness of 
the business studied make it too early 
to speak definitely. 





OUTLOOK IN CANADA 





In a discussion of unemployment in- 
surance and invalidity Hugh H. Wolf- 
enden, consulting actuary and statisti- 
cian of Toronto, referred to the status 
and outlook in Canada with respect to 
both unemployment and health insur- 
ance. As a practical proposition, these 
have recently been shown to depend 

(CONTINUED ON LAST PAGE) 











Want the Commissioners 
to Go to San Francisco 


The American Association of 
Insurance General Agents will 
hold its annual meeting in San 
Francisco, June 26-28. An effort 
is being made by the officers to 
induce the National Association 
of Insurance Commissioners to 
meet in California, either in San 
Francisco or Los Angeles, prior 
to that time. L. B. Daniels, presi- 
dent Seeley & Co. of San Fran- 
cisco, is president of the general 
agents association. The San Fran- 
cisco Fair will be on at that time 
and an effort is being made to get 
organizations to hold their con- 
ventions in San Francisco. An 
appeal will be made to the West- 
ern Conference of Insurance Com- 
missioners to use its influence to 
secure the 1939 National associa- 
tion convention for California. 











Joint Actuarial 
Meeting Hits High 
Attendance Mark 


Institute and Society Hosts 
to British Visitors at Meet- 
ing in New York 


NEW YORK — With attendance 
swelled by more than a score of visit- 
ing British actuaries and by the fact 
that their presence made the meeting 
something of a special occasion, the 
joint meeting of the Actuarial Society 
of America and the American Institute 
of Actuaries was one of the largest 
gatherings in the history of these joint 
sessions. 

Most of the British visitors were in 
town for a few days before the three- 
day meeting opened the middle of this 
week and had a chance to become ac- 
quainted with a number of the Ameri- 
can actuaries. The spirit of friendly 
informality was also fostered at the 
sessions themselves, as they were de- 
voted almost entirely to discussions, 
this being done to permit the British 
visitors a better opportunity to partici- 
pate in the proceedings than if formal 
papers had been presented. 

_ Easing of the tension in Europe made 
it possible for the proceedings to be 
free from the shadow of imminent war. 
Actual warfare or threat of it would 
have cast a definite pall over the meet- 
ing, especially for the British actuaries 
and might have made some cut their 
visit short. J 

: In addition to the predominance of 
informal discussion over formal papers, 
an unusual feature was the banquet 
and dance. 


Social Security Changes 


Desirable changes in existing U. S. 
old-age plans was a subject discussed 
by W. R. Williamson, actuarial con- 
sultant Social Security Board. 

Under the present federal scheme, the 
provision for income in old age is sup- 
plemented by a death benefit assumed 
to be somewhat greater than the taxes 
paid by the employe, and Mr. Wil- 
liamson said that this supplementary 
benefit may be regarded as a prelimi- 
nary step leading eventually to sur- 
vivor grants in amounts that will be 
related to the requirements of the de- 
pendent children and widows. 

With federal administration of old- 
age benefits, Mr. Williamson considered 
it reasonable that grants to orphans, 
and that part of extended sickness 
grants commonly called invalidity bene- 
fits, should be introduced under the 
same administration as old-age benefits. 
Although these are distinctive forms of 
coverage, a2 major argument for plac- 
ing their consideration in the same field 
as old-age benefits is that the organi- 
zational structure of old-age benefits is 
in existence, is federal in scope, and 
could be utilized. 

“The economic requirement that pro- 

(CONTINUED ON PAGE 10) 
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Gives Advice on Keeping 
Life Insurance in Force 


C. D. De Barry, head of C. D. De 
Barry & Associates of Chicago, an or- 
ganization that produces business and 
also readjusts life policies where such 
work is needed, contributes the follow- 
ing interesting article on holding busi- 
ness on the books: ; 

Get paid for the business you write. 


Cc. D. DeBARRY 


What is the use of doing business if 
you don’t get paid for it? When you 
sell a policy the purchaser expects to 
pay for it, so why not get cash with 
every application you write? If you 
can’t close the deal with the applica- 
tion (that is, collect some cash) then 
many of your application signers do not 
intend to buy from you! In many in- 
stances 50% of the agent’s business is 
lost because he failed to collect cash 
with the purchaser’s signature on the 
application. 


Danger Is Pointed Out 


Many things can happen after secur- 
ing the application and before delivery 
of the policy if you did not collect some 
cash. Some other agent may come in 
and upset your deal. This other agent 
is not “:wisting’’ because there is no 
policy in force. If cash is not secured 
with the application the enthusiasm you 
have instilled in your prospect soon 
evaporates and you will find it neces- 
sary to make a resale if you deliver the 
policy. 

If you and I pay for something we 
are satisfied that we used good judg- 
ment, and we sell ourselves on the idea, 
however, in reality we are following our 
money. If all agents could be made to 
understand that any application with- 
out some cash is nothing more than 
setting up a good prospect for their 
competitor, these agents would soon re- 
fuse to write an application without 
cash. 


Insists on Cash Remittance 


C. D. DeBarry & Co. have a strict 
rule in the office—that no conservation 
contract will be placed on the books 
unless a cash remittance accompanies 
the application. Why waste time and 
money accepting applications not ac- 
companied by a cash remittance? It 
takes up the agent’s time, the book- 
keeper’s time both in the conservation 
company’s office, and the home office. 
It is more work to cancel a bookkeep- 
ing entry than to make it in the first 
place! 

A few companies have their own 
conservation departments. I know they 
will agree with me that it is a sad mis- 
take to permit a regular agent to han- 
dle conservation cases. Ii also is a 
mistake for any life agent with any 
business and ability, to want to enter 
the conservation field. He virtually be- 





comes a tramp on the face of the earth. 
He leaves his own community where he 
has a nice business; he is sent all over 
the country, where he has double ex- 
penses. Some months he makes a lit- 
tle money and the next he loses all he 
has made the previous month, and he 
does not build up a renewal account. 


Experience Based on Millions 


Of the $179,877,563' of insurance 
contracts handled by the DeBarry or- 
ganization, $157,459,972 have been 
exchange and conservation business and 
more than $22,000,000 in new business. 
From this broad experience in conser- 
vation work, I have drawn several per- 
tinent suggestions for a life company to 
consider in connection with conserva- 
tion work. 

1. Do not permit the use of reserves 
to pay premiums. The policyholder al- 
ready has had a breathing spell and if 
he is not in a position to put up new 
money, all you have accomplished is to 
set up a new policy and the lapse will 
occur when the next premium becomes 
due, On the other hand, if you collect 
the new premium in cash, the policy- 





holder considers he has used’ good 
judgment and will follow his money. 

2. By using a reserve to pay premi- 
ums you are only taking money you 
already have and are using it to pay 
commissions to the conservation agent. 
But, if you use reserves to back date as 
many years and months as the remain- 
ing reserves will permit, and insist on 
new cash being paid, then you are do- 
ing something worthwhile for the pol- 
icyholder and your company. If you 
have to use a small reserve residue to 
apply on premiums, extend it over as 
long a time as possible, and ask for 
additional cash with the application. 

3. Rewrite only the heavily loaned 
cases (those you expect to lapse) and 
the extended and small paid-up cases. 
The conservation agent knows how to 
apply the remaining reserve to any 
form policy best suited to the policy- 
holder’s needs. 


Local Agent Not Fitted 


Your local agent does not know, and 
if you take the trouble to teach him, 
you have made a conservation special- 
ist out of him (so he thinks) and very 
soon a few more policyholders in his 
territory will be influenced not to pay 
their policy loans, but to let him re- 
write the case! 

The special conservation agent knows 
nothing about any other business or 
policyholder except those cases on 





Breakdown of the Life Insurance Dollar 





(26.9% 


ADDED TO ASSETS TO 


MEET FUTURE OBLIGATIONS 


AND CONTINGENCIES 





22.5% 
DIVIDENDS 








11.1% 


SURRENDER VALUES 
AND ANNUITIES 


15.5% 


% ALL OTHER 


2.6 


ENDOW~ 
ME 


#* TAXES 
PRINTING 
ADVERTISING 
LICENSES 
ROME OFFICE EXPENSES 
AGENTS COMMISSIONS 


At the annual meeting of the Na- 
tional Association of Insurance Com- 
missioners at Quebec in the committee 
hearing that was investigating the at- 
tacks on life insurance, Superintendent 
R. L. Bowen of Ohio, who was chair- 
man of the committee, presented a 
chart showing the breakdown of life 
insurance premium payments. He took 
a typical company and made the analy- 
sis. He said in his comment that he 
knew of no business in the world where 
84.5 percent of every dollar is either 
paid to or set aside for the benefit of 
the person making the investment or 
deposit. In presenting the graphical 
bird’s eye view showing the amount 
paid to or set aside for policyholders 





21.4 % 


DEATH CLAIMS 


EXPENSES PAID TO 
OTHERS THAN 
POLICYHOLDERS 


84.5% PAID TO ANO SET 
ASipE FoR POLICYHOLDERS 
AND BENEFICIARIES 


out of each income dollar of a typical 
company he gave the following table: 


Percent 
Added to assets to meet future 
obligations and contingencies. 
Dividends 
Death claims 
Surrender values and annuities.. 
Endowments 


15.5 cents paid to others than policy- 
holders: Taxes, agents’ commissions, 
home office salaries, medical department, 
advertising, printing, licenses and all 
other expenses. 

84.5 cents paid to and set aside for 
policyholders and their beneficiaries. 


The 1938 Unique Manual-Digest covers 
all life insurance statistics. $5. National 
Underwriter. 








CONVENTION DATES 


Oct. 5-7—Joint meeting Actuarial go. 
ciety of America and American Institute 
of Actuaries, Waldorf-Astoria, New York 


City. 

Oct. 10-13—American Life Convention 
annual meeting, Edgewater Beach Hotel, 
Chicago. 

Oct. 20-21—Association of Life Insur. 
ance Medical Directors, New York City, 

Nov. 1-3—Association of Life Agency 
Officers, Edgewater Beach Hotel, Chicago, 

Nov. 11-12—Institute of Home Office 
Underwriters, Brown Hotel, Louisville. 

Nov. 14-16—Life Advertisers Associa- 
tion, Traymore Hotel, Atlantic City. 

Dec. 5-7—National Association of In. 
surance Commissioners, Fort Des Moines 
Hotel, Des Moines, Ia, 











which cards have been issued to him, 
The conservation agent does your lo- 
cal agent a real service. He saves the 
policyholder and the renewal account 
for the agent who originally wrote the 
business—possibly on a different policy 
form, but it’s saved, instead of lost, 
especially if the conservation agent col- 
lected new cash with the conversion. 


New Handbook for 
Michigan Has 


Just Been Issued — 


The Underwriters Hand-Book for 
Michigan for 1938 came from the press 
of THe NATIONAL UNDERWRITER this 
week. This is the 25th edition of this 
book which was first published in 1897 
and is one of the oldest insurance hand- 
books for the middle west. 

Included in this new edition are: 
Agency directory which lists all the 
agents licensed to operate in the state 
together with companies represented, 
members of the agency, address, other 
business transacted, if any, and, for life 
agencies, the manager or general agent, 
agents and address; company directory 
which gives the list of all the companies 
operating in the state together with 
their officers, financial statements, ad- 
dresses and field men or general agents; 
statistical section which shows for fire 
ynsurance the premiums and losses for 
five years with 1937 business classified 
by lines, for casualty insurance two 
years classified and for life insurance, 
business in force and paid for for the 
past six years; miscellaneous depart- 
ments include lists of insurance adjust- 
ers, attorneys, insurance organizations, 
short rate tables, town classification as 
to fire protection, resume of the insur- 
ance laws of the state, and a showing 
of what companies write special fire and 
casualty lines. 

This new book covers 664 pages, is 
the most complete and up to date refer- 
ence book on insurance in the state. It is 
a veritable mine of information and cov- 
ers all branches of the business—fire, 
casualty and life, stock, mutual and re- 
ciprocal. Many companies are listed in 
this book which are not found in other 
reference books because they are too 
small or operate only locally. 

According to this new edition the life 
companies paid for $1,031,112,440 in 
1937 and had in force $4,566,071,110 at 
the end of the year. This compares 
with $858,904,276 paid for and $4,218,- 
266,513 in force in 1936. A special show- 
ing for industrial companies shows the 
claims paid and premiums received by 
the industrial companies for six years 
— into group, ordinary and indus- 
rial. 


“Ad” Men to Hear Moley 


HARTFORD — Raymond Moley, 
editor of “News Week,” will speak at 
the annual meeting of the Life Adver- 
tisers Association at Atlantic City in 
November. 

Plans for the meeting were made by 
the committee members at a conference 
here with C. T. Steven, advertising 
manager Phoenix Mutual and president 
of the association. Nelson: A. White, 
Provident Mutual, is general chairman. 
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Sees Efficiency 
Engineering Applied 
fo Life Insurance 


Holcombe Says Manage- 
ment Should Assume 
More Responsibility 


NEW YORK—Sketching the marked 
trend toward home office aids in the 
selection, training and supervision of 
agents, J. M. Holcombe, Jr., manager 
Life Insurance Sales Research Bureau, 
told members of the New York City 
Life Managers Association that the 
movement is a very significant one. 

“It may mean,” he said “that life in- 
surance is going to find out what this 
job of selling really is. Today man- 


agement knows so little that we can- 
not say, with Frederick Taylor (pioneer 
efficiency engineer) that this is what 
is being done now and if we do certain 
other things we will triple our produc- 
tion.” 

Mr. Holcombe compared the begin- 
nings of efficiency engineering in other 
fields and compared with them what is 
now being done in life insurance. He 
described the work of F. W. Taylor, 
pioneer industrial efficiency expert who, 
40 years ago, by studying workmen 
loading pig iron showed them how to 
triple and later almost quadruple their 
output. 


Lists Taylor’s Questions 


Taylor, Mr. Holcombe said, put a 
number of questions to management in 
connection with increasing efficiency, 
such as: Are the men carefully selected? 
Are they left to their own devices or 
are they carefully supervised? Is their 
production relatively small? Are the 
men’s earnings low? Has management 
determined the best way of doing the 
particular job by study and experiment? 
Has each worker’s task been carefully 
defined and explained to him? Is the 
worker’s daily activity supervised to 
stimulate him to his utmost capacity, 
with due consideration for his health, 
and second, to see that he continues to 
be stimulated? Is management taking 
over the functions of the job that it is 
best fitted to handle or does it leave it 
all up to the man? Does management 
have the necessary facts? 

_ Comparing the progress in manager- 
ial efficiency in life insurance with this 
list of questions, Mr. Holcombe cited 
the development of sales plans by man- 
agement, the careful selection and train- 
ing of agents and the elimination of 
those who are unable or unwilling to 
conform to quality standards; the bring- 
ing of the best methods and the best 
agents together. He mentioned the 
efforts to get management to take more 
of the responsibility for doing its share 
of the selling job, such as determining 
the most powerful sales appeal talk, the 
best markets and other points where 
management can handle the job more 
efficiently than leaving it up to the in- 
dividual agent to work out for himself. 


Undreamed of Progress Made 


Mr. Holcombe said that not only had 
companies on the managerial basis 
done a remarkable amount of work in 
this direction but even the general 
agency companies are now doing what 
10 years ago or even five years ago 
they would not have dreamed they 
would be doing. He said that the old 
idea of the life insurance man as being 
in business for himself should be ex- 
ploded, that the agent should not 
merely be left to his own devices but 
should be given aid and supervision. 

Noting the trend toward recruiting 
(CONTINUED ON PAGE 22) 





Pennsylvania Chiet 
Actuary Goes With 
Philadelphia Life 


David R. Roche, chief actuary of the 
Pennsylvania department, has resigned 
to become assistant secretary of Phila- 
delphia Life. He had been successively 
chief life examiner, chief division of 
companies, and chief compensation ac- 
tuary. He is a resident of Philadelphia. 
He is a native of County Cork, Ireland, 
but has resided in America since his 
early childhood. He attended Temple 
University and the Charles Morris 
Price School. 

Before becoming associated with the 
department he was a bank analyst in the 
Driscoll Millet Company. 


Established Statistical System 


Mr. Roche supervised the establish- 
ment of unit analysis statistical records 
and set up the new investment division 
in the department. He drafted various 
items of legislature and contributed to 
the preparation of the insurance code 
which was presented to the 1937 legis- 
lature. 

He is state president of the American 
Association for the Recognition of the 
Irish Republic, is secretary of the Irish 
Trade Commission and is a member of 
the Friendly Sons of St. Patrick, and 
the American Irish Historical Society. 

At a farewell luncheon at the Penn 
Athletic Club, Philadelphia, Mr. Roche 
was presented a cigarette case by his 
associates in the department. 

Smith has been appointed to 
succeed Mr. Roche as chief compensa- 
tion actuary. 





Foster Vineyard, Aetna Life, Little 
Rock, Ark., who has served as chair- 
man of the Pulaski county board of 
election commissioners for the past two 
years, has been appointed for another 
two-year term. 





Looks Like SEC May 
Have Field Alone 


Second and Third Parts of 
Life Questionnaire Are 
Now Being Prepared 


WASHINGTON, D. C.—Appar- 
ently there will be only one investiga- 
tion of life insurance and that will be 
the one already inaugurated by the 
SEC. The federal trade commission- 
congressional investigation, headed by 
Senator Joseph C. O’Mahoney of Wyo- 
ming, seems to have stepped aside in 
favor of the SEC. The latter has al- 
ready dispatched a questionnaire to the 
life insurance companies, some of which 
have been returned with answers. 

The second and third parts of the 
SEC questionnaire are being completed. 
The third part will take up the partici- 
pation of life companies in the capital 
market. 


Good Old Front Page 


There are signs that the SEC will 
look into the failure and rehabilitation 
of the Missouri State Life. This is the 
case on which the Sabath committee 
got front page headlines because of the 
prominence of one of the men con- 
cerned, namely, a son-in-law of John 
D. Rockefeller. Whether other cases 
of the sort will be taken up or not 
remains to be seen. A possibility is 
that the socalled “rating” of insurance 
companies, and the activities of publi- 
cations in connection therewith, will 
come in for scrutiny. 

How far the life companies are able 
to dominate the capital market will be 
investigated. It has been said that the 
life companies are able to dictate the 
provisions of a bond issue when they 
contract to purchase it in its entirety. 

(CONTINUED ON PAGE 22) 








Hotel in Chicago. 


Life of Des Moines. 


+ 


Independence Square 





THE AMERICAN 


The second of the Autumn’s great life insurance conferences 
will be held October 10, 11, 12, 13, at the Edgewater Beach 
Within the organization of the American 
Life Convention are gathered a large and influential number 
of the companies. Always the programs are of sterling qual- 
ity, their features entrusted to authoritative representatives 
of the several branches of life insurance management, and to 
prominent officials of other corporations, with whose busi- 
nesses life insurance has intimate contact. 

This year’s program is of that broad-view type. The Pro- 
gram Committee deserves congratulations for the compre- 
hensive selection of topics, and for their success in enlisting 
speakers of high repute in their respective departments. The 
Chairman is W. T. Grant, President of the Business Men’s 
Assurance Company of Kansas City, and his associates are 
Lee J. Dougherty, Vice President of the Occidental Life of 
Davenport, and Gerard S. Nollen, President of the Bankers 


To life insurance activities in the last quarter of the year 
the American Life Convention and the Convention of the 
National Association cannot fail to be inspiring contributors. 


+ 


THE PENN MUTUAL LIFE INSURANCE CO. 
Wm. H. Kinestey, President 


+ 


PHILADELPHIA 




















Cooperatives Ask 
Opportunity to 
Present Data 


Viewed as Possible Alter- 
native to Government Price 
Regulation 


NEW YORK—Competition from con- 
sumer cooperatives as an alternative to 
governmental price regulation is being 
proposed in connection with the federal 
monopoly investigation. As far as the 
effect on the life insurance business 
goes, the consumer cooperative idea ap- 
pears to be by a wide margin the lesser 
of the two evils, whether considered 
solely as directly affecting life insur- 
ance or in its broader effect on general 
business activity and the consequent ef- 
fect on life insurance sales and oppor- 
tunities for investment of assets. 

How far the cooperative method of 
curbing monopolistic practices will sup- 
plant other proposals for attaining the 
same end is anybody’s guess at the pres- 
ent stage. While not claiming any par- 
ticular New Deal bias in their favor, 
leaders in the cooperative movement 
feel that the government’s mind is open 
and that they have a good chance of 
proving that their plan is the most 
practical and the fairest way of han- 
dling the situation. 


Wants to Submit Data 


The Cooperative League of the U.S.A. 
has asked the monopoly committee for 
an opportunity to present statistics and 
other data on tlie effect of cooperatives 
in preventing monopoly price-fixing. 
Perhaps nothing more may be heard 
of the proposal until the open hearings 
are held. At that time the league pro- 
poses to present evidence based on 
European experience with cooperatives, 
particularly in Sweden and the other 
Scandinavian countries, in breaking mo- 
nopolies by cooperative competition 
rather than governmental regulation. 

Why competition from even the most 
efficiently managed cooperatives should 
be preferable to regulation of prices by 
government boards is not difficult to 
understand. Business men need only 
consider the difficulties experienced by 
the railroads in getting adequate freight 
rates from the interstate commerce 
commission or of the casualty compa- 
nies in getting permission from various 
states to charge adequate workmen’s 
compensation premiums to realize what 
havoc price fixing can wreak with the 
ordinary processes of business. On the 
other hand the life insurance field fur- 
nishes the best example of consumer- 
owned organizations operating in direct 
competition with stock carriers, and 
neither type of company seeming to 
suffer by reason of the other’s uresence. 


Small Units Characteristic 


In view of mutual life companies e- 
ing entirely consumer-owned, it may be 
wondered why they should regard the 
spread of the consumer cooperative 
movement as anything but a belated 
recognition of the soundness and im- 
portance of the mutual principle. The 
essential difference between a mutual 
life company and the typical cooperative 
setup is one of size and particularly of 
control by local units. 

The typical consumer cooperative 
setup is a number of local units linked 
together in a regional or national or- 
ganization but with control always in 
the hands of the local members, and 
with most of these local members tak- 
ing an active interest in the manage- 
ment of their unit. 

(CONTINUED ON PAGE 22) 
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Term Advocates 
Ignore Many Issues 


Overlook Bitter Lessons 
Learned by Fraternals, 
Says L. N. Whitelaw 


NEW YORK —tTerm insurance advo- 
cates are guilty of ignoring the bitter 
lessons learned by numerous fraternal 
orders which switched over to a legal 
reserve basis, L. N. Whitelaw, regional 
educational director Prudential, de- 
clared at the second of the New York 
City Life Underwriters Association’s 
educational lectures. Mr. Whitelaw 
cited the experience of the fraternals 
as having particular weight against con- 
tentions by term insurance partisans 
that level premium insurance is spon- 
sored by the companies and_ their 
agents because of the greater opportu- 
nity for commissions. The fraternals, 
Mr. Whitelaw emphasized, in changing 
over from a pure protection to a level 
premium basis could not be accused of 
being motivated by anything but the 
welfare of their members. 

Advocates of term insurance are also 
guilty of focusing attention on the low 
early cost of that coverage and soft 
pedaling the terrific increase in the 
rates at the higher ages. This sharp 
rise in cost also comes at a time when 
the average man’s financial situation is 
such that he can ill afford to meet it. 


Level Premiums Only Answer 


Mr. Whitelaw said that the only prac- 
tical method of meeting this situation 
is the level premium and emphasized 
the fact that the reserve is a by-product 
of the advantages of level premium in- 
surance and not an objective in itself. 
Sketching the calculation of rates on a 
level premium basis, he showed that to 
provide 81,822 men with $1,000 each of 
protection at age 35 a company would 
need a total of $81,222,000 by the time 
all the men in the group were dead or 
had attained age 96, according to the 
American Experience table of mortal- 
ity. From the same table it is found 
that the total number of annual pre- 
miums paid by the entire group until 
it reaches age 96 will be $2,641,561. Di- 
viding this figure into the total cover- 
age, $81,222,000, it is found that the 
average premium per $1,000 must be 
$30.97. 

This amount would be considerably 
reduced if it is assumed that the com- 
pany will invest the surplus above 
death claims. Assuming 3 percent in- 
terest, the premium rate would be only 
$21.08, although of course this figure al- 
lows nothing for overhead. Since the 
actual insurance cost per $1,000 the first 
year is $8.95 the difference is put into a 
reserve. Since this reserve is close to 
$13, the company charges proportion- 
ally less than the $8.95, which would 
be the cost of a full $1,000 of insurance. 
The rate for $987 of insurance is $8.83. 


Amount at Risk Is Basis 


Mr. Whitelaw pointed out that tak- 
ing the level premium of $21.08, and 
adding 63 cents interest, and subtract- 
ing $8.83, leaves $12.88 as the first year 
reserve. He did the same for several 
subsequent years, in each case demon- 
strating clearly ‘that the charge for each 
year’s protection is based not on the 
face amount of the policy but on the 
face amount less the reserve, in other 
words, the actual amount at risk. 

After explaining this concept of legal 
reserve insurance, Mr. Whitelaw de- 
scribed the different types of policies, 
including term insurance and contracts 
containing a term insurance feature, 
such as term expectancy, family income, 
family maintenance, and various modi- 
fied life contracts. He also discussed 
dividends, nonforfeiture values and 


settlement options. 

The next lecture will be Oct. 11, the 
speaker being G. P. Shoemaker, general 
agent Provident Mutual Life, New York 
City. He will talk on needs and life 
situations. 
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ROY A. ROBERTS 


The American Life Convention at its 
annual meeting in Chicago Oct. 10-13, 
will hear crisp comment on affairs in 
the world today by Roy A. Roberts, 
managing editor Kansas City “Star,” 
and a thought-provoking address by 
Dr. Ernest H. Lindley, chancellor Uni- 
versity of Kansas, Lawrence, Kan. Mr. 
Roberts, legislative and Washington 
correspondent for many years, who has 
specialized in politics and economics, 
will address the general session the 
morning of Oct. 12 on “Where Are We 
Going?” and Dr. Lindley will speak 
in the general meeting the morning of 
Oct. 13 on, “Youth Cannot Wait.” 

Mr. Roberts, a newspaper man since 
1905, and connected with the “Star” 
since 1909, was Washington correspon- 


DR. E. H. LINDLEY 


dent through the world war period and 
until 1928. He has a comprehensive 
knowledge of military affairs and is ex- 
pected to interpret the militaristic drift 
in the world as well as the economic 
situation of today. Dr. Lindley, who 
studied in Harvard and other univer- 
sities in this country and at Jena, Leip- 
zig and Heidelberg, holds the Ph.D! 
degree, was professor of philosophy 
University of Indiana up to 1917, then 
until 1920 president University of Idaho. 
Since then he has been chancellor at 
Kansas U. He was president National 
Association of State Universities in 1924 
and 1925; is trustee Carnegie Founda- 
tion and on the national advisory board, 
National Youth Administration. He is 
also an author. 








Middle Atlantic Club 
Elects Officers 


RICHMOND, VA.—The quarterly 
meeting of the Middle Atlantic Actuarial 
Club was held here with 19 members 
present. Officers elected were: Presi- 
dent, G. A. Clark, actuary Equitable 
Life of Washington, D. C.; vice-presi- 
dent, A. B. Ambler, Jr., assistant actu- 
ary ‘Acacia Mutual Life, and secretary- 
treasurer, Miss Helen R. Gibson, assist- 
ant actuary of the Monumental Life of 
Baltimore. In the absence of S. 
Rothschild, vice-president and actuary of 
the Sun Life of Baltimore, discussion of 
his paper on “The New Industrial 
Agent’s Contract” was led by A. Kenig- 
son, assistant actuary Sun Life, and C. 
A. Taylor, actuary of the Life of Vir- 
ginia. E. M. Thore, assistant counsel of 
the Acacia Mutual Life, led the discus- 
sion of his paper on “The Minor Prob- 
lem,” which dealt with the legal problem 
of life insurance on the lives of minors. 





St. John Chief Actuary of 
U. S. Bureau; Cocheu Aide 


NEW YORK-J. B. St. John, head 
of the group annuities section of the 
Metropolitan’s actuarial division, has 
been appointed chief of the newly or- 
ganized actuarial section of the social 
security board’s bureau of old age in- 
surance. He was graduated from North- 
western University in 1925 and has been 
with the Metropolitan since receiving his 
master’s degree at Columbia in 1926. He 
is a fellow of the Casualty Actuarial So- 
ciety and associate of the Actuarial So- 
ciety of America and American Institute 
of Actuaries. Assistant chief of the sec- 
tion will be L. C. Cocheu, Jr., who left 
the Metropolitan a year ago to become 
assistant to the government actuary in 
the treasury department. 





Chicago Women 
Hold First Fall Meet 


Agnes Bruder, Hobbs agency Equit- 

able Society, member of the Million 
Dollar Round Table, Joy M. Luidens, 
executive secretary of the Chicago As- 
sociation of Life Underwriters and Sara 
Frances Jones, Sloan agency Equitable 
Society, spoke at the first fall meeting 
of the women’s division of the Chicago 
association, following a luncheon. 
Misses Bruder and Luidens presented 
“Echoes from the National Conven- 
tion,” giving a number of sales sugges- 
tions gleaned from addresses while at- 
tending the Houston gathering. Miss 
Jones told of the importance of having 
an intelligent grasp of fundamentals “un- 
derlying business insurance contracts in 
her address, “Why Business Insurance.” 
She cited a number of practical appli- 
cations as to the sales possibilities and 
needs for this form of insurance. 
Véra Reynolds, Hobbs agency Equit- 
able Society, presented the speakers fol- 
lowing a short address by President 
Helen M. Thomas, Kemp agency, 
Equitable Society. 


Appoint Nominating Committee 


A nominating committee in prepara- 
tion for the annual election was ap- 
pointed consisting of Lucy De Graff, 
Sun Life, chairman; B. H. Adams, New 
York Life; Marjorie Myers, Continental 
Assurance; Jeannette Phillip, Massa- 
chusetts Mutual, and Elva Pierce, John 
Hancock. 

Tribute was paid Elizabeth Mitchell 
who died recently following 41 years 
service with Equitable Society. 





Trust Council Meets Oct. 18 


The Boston Life Insurance & Trust 
— will hold its first fall meeting 
ct. 16. 





Industrial Section’s 
Full Program Given 


Annual Meeting Will Be 
Held in Chicago Next 
Monday 


Much interest is being taken in the 
forthcoming meeting of the Industrial 
Section of the American Life Conven- 
tion to be held at the Edgewater Beach 
Hotel in Chicago starting next Monday 
afternoon. There will be an industrial 
insurance round table session in the 
evening. F. M. Nettleship, secretary of 
agencies Equitable Life of Wash- 
ington, D. C., is chairman of the sec- 
tion and T. J. Mohan, vice-president 
Eureka-Maryland Assurance of Balti- 
more, is secretary. Following the chair- 
man’s remarks, there will be two set 
papers, one by J. R. Leal, vice-presi- 
dent and secretary Interstate Life & 
Accident of Chattanooga, and _ the 
other by Second Vice-president and 
‘Counsel Jacob S. New of the Eureka- 
Maryland Assurance. 
vice-president 
Washington, D. C., and H. L. Drake, 
first vice-president Empire Life & Acci- 
dent of Indianapolis, will discuss Mr, 
Leal’s paper. 

Discussion of New’s Paper 

A discussion program of Mr. New’s 
paper is outlined as follows: 

Henry Tyne, assistant general 
counsel National Life & Accident, “For- 
feiture Provisions in the Policy Includ- 
ing the ‘Sound Health’ Clause.” 

S. F. Keeble, assocate general coun- 
sel Life & Casualty of Nashville, 
“Insurance Contracts with Minors.” 

F. P. Samford, president Liberty Na- 
tional Life, Birmingham, “The Grace 
~~, in the Industrial Policy.” 

J. Wetterlund, general counsel 
Weshington National, “Liability of In- 
surers for Torts of Industrial Agents.” 

J. F. Ruehlmann, vice-president West- 
ern & Southern Life, “The Facility of 
Payment Clause.” 


Names of Member Companies 


The industrial life companies that 
are members of the American Life Con- 
vention, with their industrial and ordi- 
nary in force are as follows: 


Industrial Oreieary 
n Force In For 
Amer. pe. - we $ "8, 161,393 $ 11, 738, O31 
Amer, Na 460, 738,568 174'534,857 
Col. Lite aes 81,236,259 29'242.301 
Comwilth., Ky. 75,123,044 75,462,907 
Cont., D.: C.. 59,314,941 11,889,043 

ur. be N. C. 49,652,131 9,700,335 
Equit., D. C 63,013,642 35,508,383 
Eureka-Md. 31, 127, 082 36,000,959 
Great Amer. 

Life, Tex 1,757,675 22,542,263 
Gulf Life 50,972,153 27,866,765 
Home Friendly ie re 
Home Life, Pa. 64,525,207 49,099,041 
Home Sc., C. 29,391,243 5,978,217 
Home St., Okl 18,924, "806 8,149,837 
Interstate 

A ae 41,115,380 6,579,097 
Eab, Wat... 34) 004, 206 338,140,473 
Life & Cas. .. 163,719, 143 53,595,004 
Life of Va. .. 302,071,995 170,499,936 
Lon. Life, Can. 191,655,805 352,250,874 
Monu. Life 199,627,312 58,459,06 
Nat. As 92,640,253 197,539,893 
Pilot Life ... 41,717,872 84,496,4 
Sun Life, Md. 87,055,479 34,446,763 
Tex. Prud. .. 27,299,524 20,424,248 
Wash. Nat. 44,972,109 28,402,400 
West. & Sou.. 577, 362, 445 291,512,070 





$3,122,478,860 $1,829,059,230 
Grand total, $4,951,538,090 





Now 25 Banks in Plan 


BOSTON—Simultaneously with the 
organization of a legislative recess com- 
mission to study the limitation of the 
total amount of policies to be issued on 
a single life by the Massachusetts sav- 
ings bank life insurance comes an- 
nouncement of the signing up of the 
25th Massachusetts savings bank in the 
system, the Boston Penny Savings 
Bank. As each bank can write $1,000 
on an individual life, it is now possible 
it secure $25,000 coverage on a single 
ife, 
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Program of Research 
Bureau is Announced 


Jerome Clark, Union Cen- 

tral, to Preside at Second 

Day’s Meeting 

Present day recruiting problems will 
receive special attention at the Nov. 2 


session of the Association of Life 
Agency Officers and Life Insurance 


Sales Research Bureau annual meeting 
scheduled for 


Chicago, Edgewater 








JEROME CLARK 


Beach Hotel, Nov. 1-3. Jerome Clark, 
chairman of the Research Bureau exec- 
utive committee and vice-president Un- 
ion Central, will be presiding officer. 

The recruiting section will be opened 
by L. S. Morrison of the Research Bu- 
reau staff, who will discuss the phi- 
losophy of present day recruiting, par- 
ticularly the principles which determine 
the success of specific methods. A. H. 
Kahler, superintendent of agencies In- 
dianapolis Life, will discuss the value of 
the bureau’s rating chart as an aid to re- 
cruiting. The company’s recruiting pro- 
gram and the principles behind it will 
be the subject of a discussion by S. C. 
McEvenue, general superintendent of 
the Canada Life, and J. Harry Wood, 
manager of general agencies of the John 
Hancock, will talk on new organization 
in 1939, 


Recruiting Young Men 


K. R. Miller, consultant Research Bu- 
reau, will present the findings of a 
thorough study by the bureau on young 
men in life insurance, with particular 
teference to the recruiting of college 
seniors. U. Poindexter, assistant 
director of agencies Northwestern Mu- 
tual, will discuss his company’s experi- 
ence in this field. 

The afternoon program will be in the 
form of three seminars running concur- 
tently: ; 

The seminar on financial management 
will be directed by ‘Richard Boissard, 
vice-president, National Guardian. De- 
veloping men for management will be 
the subject of a seminar handled by 
James A. Giffin, assistant agency man- 
ager Phoenix Mutual. R. B. Coolidge, 
superintendent. of agencies Aetna Life, 
will be the chairman of. the third semi- 
nar, which will discuss procedures for 
training. the new man. 


Joins the Fidelity Mutual 


Toy Karppinen, who for the past five 
years has supervised a successful unit of 
the Philadelphia, agency’ of the Con- 
necticut, Mutual, has .been appointed 
manager for the Fidelity Mutual Life in 





Camden, N. J., and adjacent south Jersey 


territory. He entered life insurance in 
1931, following his graduation. from 
Ursinus College, and has been with the 


Connecticut Mutual since 1932. His of- 
fice will be in the Broadway-Stevens 
building, Camden. 





Sees U. S. Pensions in Error 


Wrong calculations of the number of 
persons who will be eligible for pension 
payments will result in the number of 
pensioners being progressively larger 
than estimated until in 1980 there will 
be more than twice as many as Presi- 
dent Roosevelt’s committee on economic 
security has provided for. These find- 
ings are the result of a study by W. S. 
Woytinski of the Social Science Re- 
search Council. 

Mr. Woytinski attributes the error 
partly to failure to include among those 
eligible for pensions persons who switch 
during the year from industries covered 
by the pension law to industries not cov- 
ered by it. 


Murrell Record Notable 


In the Mutual Benefit Life’s outstand- 
ing “Hardin Full Speed Run” navy 
sales contest, the Murrell Brothers at 
Los Angeles made an unusual record. 
More than 65 percent of their business 
came from men with less than a year 
in the business and the office shows a 
58 percent gain for the year to date. 





policyholders in the state. 





Burroughs Succeeds 


Wellman as General 
Agent in N. H. 


The National Life of Vermont has ap- 
pointed R. P. Burroughs New Hamp- 
shire general agent, succeeding J. A. 
Wellman, who is retiring after 43 years 
as the National’s New Hampshire gen- 
eral agent. There is more than $20,000,- 
000 insurance in force on about 10,000 
Headquarters 
will continue in the Manchester Bank 
building, Manchester. 

The company appointed J. T. Bryson 
associate general agent. Miss Elizabeth 
Hayes, who has been with the agency 31 
years, will continue as cashier. 

The new general agent has been with 
the company since 1927 and one of its 
largest personal producers. He led the 
country three years and the rest of the 
time was either second or third. He is a 
member of the Million Dollar Round 
Table and last year was president New 
Hampshire Life Underwriters Associa- 
tion. 


Long Period of Service 


Mr. Wellman is the oldest general 
agent of the National in point of service 
and also the oldest member of the New 








Hampshire Life Underwriters Associa- 
tion. He started in the business in 1887 
while still a student at Dartmouth. Six 
years after graduation in 1889 he was 
appointed general agent. Since 1926 he 
has been a trustee of the University of 
New Hampshire and chairman of its 
finance committee. He has been a mem- 
ber of the New Hampshire state board 
of education since 1928 and chairman of 
the public works commission of Man- 
chester in 1920 and 1921. 

Mr. Bryson has been connected with 
the Wellman agency since 1914. He has 
long been a substantial producer and a 
member of the Leaders’ Club. In seven 
different years he sold insurance to more 
different people than any other National 
agent. He is a past president of the 
Manchester Life Underwriters Associa- 
tion. 





Data on Securities 


OTTAWA—The Canadian depart- 
ment has requested all insurers to file 
as soon as possible a list of all securities 
purchased, held as collateral or otherwise 
acquired between Dec. 31, 1937, and 
Sept. 17, 1938. From this information, 
the department will compile complete 
particulars of all stocks, bonds and de- 
bentures that will appear in the new 
Canadian annual statement. 
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good many years ago a man said to me, “You know, John, when I look 
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at you I see four faces. i) ~yj | see you as you are now, with a bachelor’s 


es e ° 
gleam in your eye. ~7y I see you five or six years from now, a little more 


gs 
‘if le of y desk. AY 
serious, a picture of a wife and a couple of youngsters on your desk. < 


an 


I see you at forty-five, with a look of slightly pained amusement as you read your son’s estimate of 


what he’s going to need for the next month or so in college. 
looking around for a place where you can hunt ducks for nine months of the year. (SL 
Now John, every man who hears this little story nods his head, just as you're doing. 


he knows exactly what he should do. 
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a And I see you again at sixty, 


"—_e . 
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Val i 
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In his heart, 


But—begging your pardon—rarely do | meet a man who 


does anything about it unless he’s practically pestered to death. Sk That's what I’m go- 


ing to do to you—and some day you're going to thank me for it.” He did just that—and for years I 


{}? © 
have thanked him for EY) And thanked him particularly for the thoroughness and care with 


which he worked out my life insurance plan—a plan which protected my wife and children during the 





> 
years the youngsters 9S 


<Q Were growing up, provided money for their education, and finally, made 


it possible for me to look forward to a peaceful, happy old age. CB The law won't let me hunt 
AT 
> 


ducks nine months out of the year—but just sitting in the sun isn’t the worst sport in the world! 


Lite insurance can be just life insurance—or it can be a 
rock-bottom, lifelong financial plan. Today the modern life 
agent not only wants to make your life insurance do this 
sort of “‘whole-life” job, but, just as important, he knows 


how to do it. 4 Your NWNL agent receives a training which 


© men ra 


economically. 


genuine service to the policyholder. 


ance needs, and knows how to meet those needs most 
He knows, too, that his company will not 


grant insurance which, in its opinion, does not render a 


Moreover, he repre- 





sents an 


as one of the finest 





informed ins 


available anywhere. 


NORTHWESTERN NATIONAL 


STRONG 


He is schooled to analyze life insur- 


O. J. ARNOLD, President 
Minneapolis, Minnesota 


1 . 
ly sound 





pany —a pany whose 


record of stability and growth is exceptional, even when 


compared to the fine record of all American life companies. 
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This is a reproduction of N'"NL’s latest national magazine advertisement. 
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Manhattan Club’s 
Annual Convention 


Large Home Office Delega- 
tion Is Present at Chicago 
Meeting 


More than 50 members of the Man- 
hattan Club, honor organization of the 
Manhattan Life, met in Chicago for 
a three-day conference to exchange 
ideas on effective selling methods. 
Nearly every member of the club was 
given an opportunity to express’ him- 
self during the business sessions. Quali- 
fication for the club is $3,000 in pre- 
miums on 26 lives during the year. 

Following arrival the first day mem- 
bers were guests of the company at a 
luncheon, later being taken on a sight- 
seeing tour throughout Chicago. Busi- 
ness was confined to morning sessions 
the second and third day with the after- 
noons left free for social activities. 
Those representing the home office 
were President T. E. Lovejoy; J. P. 
Fordyce, vice-president and director of 
agencies; Edmondson, superin- 
tendent of field service; T. E. Lovejoy, 
Jr., treasurer, and E. A. Porter, actuary. 


Fordyce Welcomes Delegates 


Mr. Fordyce as chairman of the busi- 
ness sessions gave the welcoming ad- 
dress. He was followed by General 
Agents C. V. Cromwell, Charles Ed- 
wards, J. A. Campbell and George 
Weinrod, agent New York City; T. E. 
Lovejoy, Jr., treasurer; C. W. Hollins- 
head, Marshall, Tex.; F. V. Gilbert, 
general agent in Jamaica; N. S. Longa- 
baugh, general agent Fort Worth; G. 
H. Mintz, general agent, Chicago; V. 
A. Buttaccio, general agent Rochester, 
N. Y., and Mr. Porter. All gave 15 
minute addresses. 

The second day’s program included 
General Agents Dr. E. L. Woodruff, 
San Francisco; J. A. Culbreath, Denver; 
Max Harmelin, Newark; T. F. Street, 
Rochester; A. E. Green, Westwood, N. 
7.2 G. Jf. Gibas, B. L.. Horowitz, J. G. 
Ranni, and N. A. Benderly, and E. de 
Szymanski, agents, New York. 

President Lovejoy in an address at 
the close of the convention stated that 
the company was in a sound financial 
condition and had recently experienced 
the best August in its history. The 
present business outlook, he _ said, 
pointed to improved conditions this fall. 
He urged agents in the face of world 
unrest to make the remainder of the 
year a foundation an inspiration for 
1939, and pointed out the importance of 
the human element in company and 
agency operation. Mr. Lovejoy on May 
12 celebrated his 25th year as president 
of the Manhattan Life. Mr. Culbreath, 
senior in point of service among gen- 
eral agents of the company, is also cele- 
brating his 25th year. 


Presentation of Halsey Cup 


The convention concluded with the 
presentation of the Halsey cup by 
President Lovejoy. Although this cup 
was originally presented to former Vice- 
president H. R. Halsey on his 50th year 
with the company, he donated it to the 
agency having the largest amount of 
written and paid business and high per- 
sistency between June and August each 
year. The cup has remained in pos- 
session of the Louis Gartlir agency in 
New York the entire time, just having 
won it for the fourth consecutive time. 
General Agent Gartlir, due to a serious 
illness, was unable to deliver an ad- 
dress to the convention and receive the 
cup. Presentation was made to B. L. 
Frischman, supervisor of the Gartlir 
agency. 

The Manhattan Life is celebrating its 
88th anniversary. 


Phil Hilmes of the Equitable Life of 
Iowa and Paul Woodmansee of the 
Provident..Mutual .have-been elected di- 
rectors of the young men’s division of 
the Kansas City chamber of commerce. 





Hearthstone Life of 
Indiana Licensed 


Company Headed by F. P. 
Manly, Former President 
of Indianapolis Life 


INDIANAPOLIS — The Hearth- 
stone Life, which has been under or- 
ganization for several months by Frank 
P. Manly and his associates, has com- 
pleted the work preliminary to trans- 
acting business and the company was 


FRANK P. MANLY 


licensed Saturday by the Indiana de- 
partment. ‘Capital of $100,000 and $50,- 
000 surplus has been subscribed by in- 
fluential citizens of Indianapolis and 
out in the state. The company will is- 
sue the standard forms of life and en- 
dowment policies. 

Mr. Manly, prime mover in_ the 
launching of the new company, is well 
known by life insurance interests 
throughout the country, having been 
identified with the Indianapolis Life 
from its inception and for many years 
serving as its president. As to the 
plans for the Hearthstone Life, Mr. 
Manly says it will concentrate its ef- 
forts in Indiana before branching into 
other states. 


Mr. Manly’s Announcement 


“We have faith in the future of In- 
dianapolis and faith in the life insur- 
ance business,’ Mr. Manly says. “Life 
insurance companies supply capital for 
new home building, farm mortgages, 
sound business enterprises and ready 
money for the family to meet emer- 
gencies. More than 30 years of suc- 
cessful experience of our officers in the 
life insurance business, and other busi- 
nesses, is ample assurance that the new 
company will go forward.” 

Mr. Manly has always had a keen 
sense of responsibility to the policy- 
holders of a life insurance company on 
the part of the management. “We real- 
ize,’ he says, “that those who become 
policyholders in our company are en- 
trusting us with the protection of ob- 
ligations and objectives that are most 
dear to them. We know that many 
buyers of life insurance pay their 
premiums under stress of great sacri- 
fice and it will be our purpose to jus- 
tify the confidence they impose in us 
in buying Hearthstone life insurance.” 

Mr. Manly is confident that the 
present is an excellent time for launch- 
ing the new life company. Business 
prospects are brightening and the pub- 
lic is developing a more hopeful atti- 
tude for the future. He points out, 
too, that more than 50,000 persons in 
Indiana alone reach insurable age each 
year and that more than $600,000,000 is 
in force in the state of Indiana. 

Associated with Mr. Manly as officers 
of the company are Val Nolan, United 








Sees Almost 1,500 Silver 
Dollars Piled Up 





If you saw 1,440 silver dollars piled 
up in the safe of a friend or client, what 
would you do? When this unique ex- 
perience came to George B. Bagby, it 
didn’t take him long to decide what to 
do. After his amazement had subsided 
he started talking about a single pre- 
mium policy, and in 10 minutes had the 
name on the dotted line, and a truck 
had backed up to the door to transfer 
the more than 100 pounds of silver 
coins to a safer depository. 

Here is how it happened: George B. 
Bagby, for ten years star producer of 
the United Fidelity Life of Dallas, 
called on a client to collect a premium. 
When he opened his safe to get his 
checkbook, Mr. Bagby saw the hoard of 
silver dollars. Explanations followed. 
The client is in the bakery business, 
serving seven or eight small towns. He 
had been accumulating silver dollars 
ever since he began business. When he 
collected a silver dollar from a cus- 
tomer, he tossed it in the safe. He 
really didn’t know how many he had, 
but Mr. Bagby helped him count them. 


Record for Resourcefulness 


This is an example of the resource- 
fulness which has made Mr. Bagby an 
outstanding success in life insurance. 
He lives in a town which has less than 
2,500 inhabitants. The county has a 
population of less than 10,000 and yet 
he has a ten-year average of more than 
20 applications a month. Not only does 
he lead the United Fidelity agency force 
in production, but has an unusually 
high renewal record. He keeps a file 
of premium maturity dates and makes it 
a point to see all clients before their 
premiums come due, and thus he keeps 
them sold on the importance of keeping 
their insurance. By means of his per- 
sonal service, he also satisfies the needs 
of his clients for additional insurance 
as such needs arise. 


Colorado Life Appointments 


H. W. Rock has been appointed man- 
ager of the Colorado Life in Riverside, 
Cal., for territory south of Los Angeles 
county. He has been with the company 
since 1933, working out of the Los An- 
geles office. Vice-president Baldwin is 
promoting men in his own ranks. 

S. W. Tooke has been appointed man- 
ager at Los Angeles. He has been a 
resident there for 10 years and has sold 
insurance in Utah and Arizona. His of- 
fice will be in the R. K. O. building. 

Howard Bernardo has been appointed 
district manager at Los Angeles, as- 
sociated with Mr. Tooke. He has had 
15 years experience in the business. 








States district attorney, vice-president; 
J. R. Beckett, Indianapolis real estate 
man, vice-president; H. E. Sutherland, 
former Indianapolis banker, secretary- 
treasurer; Elder A. Porter, nationally 
known actuary, company actuary; John 
K. Ruckelshaus, general counsel; Dr. 
James H. Stygall, president of the board 
of the state sanitarium at Rockville, 
and an active practitioner, medical direc- 
tor; and Dr. Dudley A. Pfaff, Indianap- 
olis physician, associate medical direc- 
tor. 

Other members of the board: Albert 
J. Beveridge, Jr.; W. C. Bevington and 
John R. Bookwalter, Indianapolis; J. L. 
Blish, Seymour; J. H. Broderick, Mun- 
ae £ Brooks, Loogootee; Dr. 
F. S. Crockett, former president Indiana 
State Medical Society, Lafayette; C. E. 
Foreman, Indianapolis; G. R. Hillis, 
Kokomo; George Hilgemeier, Jr., Syl- 
vester Johnson, H. J. Lacy, II, W. C. 
McGuire, J. B. Webb and P. T. Wil- 
liams, Indianapolis, and Roy Metzger, 
Lebanon. 

Headquarters have been established 


at 155 East Market street, Indianapolis, . 
and business, it is reported, is already: 


coming in, some having been placed 
over the counter. 





O'Mahoney Stresses 
Benevolent Intent 


Monopoly Inquiry Chair. 
man Urges Business Men 
to Drop Fears 


Basis for hoping that the federal mo. 
nopoly investigation will not involye 
tossing the life companies to the lions 
may be inferred from recent utterances 
of Senator J. C. O’Mahoney of Wyo. 
ming, chairman of the investigating 
committee, particularly his address be. 
fore the National Advertisers Associa- 
tion’s annual convention. In the latter 
address Senator O’Mahoney vigorously 
denied that his committee intends to 
seek victims for punitive action or that 
there would be any grilling of prominent 
figures. 


Seeks Business Freedom 


_Senator O’Mahoney reiterated pre- 
vious statement that the committee is 
merely trying to “find out what’s wrong 
with our economic system.” He pointed 
out that the original resolution creating 
his committee called for not only an 
investigation of monopolistic practices 
by business but of the effect of govern- 
ment policies on business. He said that 
the tremendous industrial development 
of the last half century gave rise to 
important social and economic changes 
and has produced a lack of coordination 
between government and business. 

Senator O’Mahoney said that there 
can be no substantial recovery until 
business is set free from all forms of 
control, financial and political. This 
reference to financial control indicates 
the reason why life company operations 
were included in the committee's 
studies, the theory being that because 
of the huge volume of funds they con- 
trol life companies could exercise a 
form of financial control over business 
operations. 


Hopeful but Not Confident 


The assumption of most business men 
that the monopoly inquiry would be 
something of a witch-hunting expedi- 
tion launched more with a _ view to 
“proving” the need of New Deal theo- 
ries than for a sincere effort to find out 
what is holding back recovery, has evi- 
dently got under Senator O’Mahoney’s 
skin. In his addresses he has repeatedly 
appealed to his hearers to lay aside 
their preconceived notions and preju- 
dices as to the program of his commit 
tee. Most executives whose businesses 
would be covered by the monopoly in- 
vestigation’s scope, though perhaps will- 
ing to concede Senator O’Mahoney’s 
sincerity, are not too trustful that his 
benevolent intentions will control the 
proceedings when the hearings actually 
get under way. 


Great-West Life “Bulletin” 
Observes 30th Anniversary 


To observe its 30th anniversary the 
Great-West Life’s “Bulletin” has a com- 
plete new format. A handsome new 
cover and an extremely readable type 
face have been adopted by Editor W. 
A. Johnston. me 

The “Bulletin” began publication 1 
multigraph form with four letterhead 
sized sheets in 1908. In 1910 it was 
printed for the first time in a pocket 
size. Following a number of progres 
sive changes in format and_ editoria 
content, a drastic change was made in 
1933 when the page size was increased 
to 8% by 11. The new format t 
slightly smaller, being 834 by 10%. It 
is punched for filing so agents can keep 
it in permanent form. The Bulletm 
covers company activities, sales ideas 
and plans and official announcements. 
The feature articles are printed in os 
column to the page measure and Oe 
departments in three “columns to 
page. Several pages are printed ™ 
French. 
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Medical Directors 
to Meet Oct. 20-21 


Discussions on Public 
Wealth and Conservation 
to Feature Gathering 


NEW YORK — Nearly 300 leading 


medical authorities of the United States 


and Canada will attend the annual con- 
vention of the Association of Life In- 
surance Medical Directors at the Hotel 
Pennsylvania, here, on Oct. 20-21. — 
Every life insurance company with 





DR. SAMUEL B. SCHOLZ, Penn Mutual 
President 


home offices in either of the two coun- 
tries has been invited to participate in 
the discussions, some of which will have 
a vital bearing on public health and the 
conservation of human life. 

Dr. Samuel B. Scholz, Jr., medical 
director of the Penn Mutual Life, is 
president. 

The annual dinner will be held on 
Oct. 20 in the Pennsylvania’s Salle 
Moderne. 

The program for the two days of con- 
vention activity follows: 


Thursday Morning, Oct. 20 


9:30—Business meeting (closed ses- 
sion). 

10:30—Scientific Section. 

“Permanent Total Disability Claim 


Handling,” Dr. McLeod C. Wilson, medi- 
cal director group and accident depart- 
ment, Harlan §. Don Carlos, manager 
life, accident and group claims depart- 
ment, Travelers. 

Discussion, Dr. John J. Moorhead, pro- 
fessor of clinical surgery, Columbia Uni- 
versity College of Physicians & Sur- 
8eons; Dr. Daniel W. Hoare, assistant 
medical director Penn Mutual Life. 

A Study of the Transverse Diameter 
of the Heart Silhouette With Prediction 
Table Based on the Teleoroentgeno- 
gram,” Dr. Harry E. Ungerleider, assist- 
ant medical director Equitable Society; 
Dr. Charles P. Clark, medical director 
Mutual Benefit Life. 

Discussion, Dr. J. Hamilton Crawford, 
Professor of clinical medicine Long Island 
College of Medicine; Dr. C. E. de la Cha- 
Pelle, assistant professor of medicine, 
se York University College of Medi- 

“Preclinical Aspects of Kidney Dis- 
ease,” Dr. George E. Fahr, professor of 
medicine University of Minnesota medi- 
= School. Discussion, Dr. Henry B. 
Kirkland, medical supervisor Prudential; 

r. William M. Bradshaw, medical direc- 
tor Mutual Life of New York. 


Thursday Afternoon, Oct. 20 


vite or Are We?” Dr. O. M. Eakins, 
Lie President and secretary Reliance 
_ Comments, Dr. William Muhlberg, 
M “president and medical director 
nion Central Life. 
Heatte umatic Heart Disease—A. National 
assistine oblem,” Dr. O. F. Hedley, past 
so nt surgeon United States Public 
~ Service. Discussion, Dr. Thomas 
cal CMillan, assistant professor of clini- 
medicine University of Pennsylvania 





School of Medicine, director of the divi- 
sion of cardiology Pennsylvania General 
Hospital; Dr. Henry W. Cook, vice-presi- 
dent and medical director Northwestern 
National Life. 

“Recent Advances in the Selection of 
Large Risks,” Ray D. Murphy, vice-presi- 
dent and actuary Equitable Society. 

“Mortality of Women According to 
Build — Experience on Sub-Standard 
Issues,” Louis I. Dublin, third vice-presi- 
dent and statistician, Herbert H. Marks, 
Metropolitan Life. 


Friday Morning, Oct. 21 


Scientific Section. 

“Glucose Tolerance in Relation to 
Weight and Age,” Dr. James J. Short, 
research director; Dr. Harry J. Johnson, 
medical director, Life Extension Exam- 
iners. Discussion, Dr. Elliott P. Joslin, 
clinical professor of medicine emeritus 
Harvard University Medical School. 

“An Attempt to Consolidate and Clar- 
ify Present Views Concerning Anemias 
and Hemorrhagic Disorders,” Dr. Claude 
E. Forkner, assistant professor clinical 
medicine Cornell University Medical Col- 
lege. Discussion, Dr. George R. Minot, 
professor of medicine Harvard Univer- 
sity Medical School; Dr. J. A. Thornley 
Bowman, associate medical director Lon- 
don Life. 

“Past Medico-Actuarial Problems and 
the Outlook for the Future,” Arthur 
Hunter, vice-president and chief actuary 
New York Life. 





Plan to Put California Tax 
on Direct Writing Basis 


Companies and agents are planning 
actively to support proposition No. 6, 
for a constitutional amendment to be 
put to vote Nov. 8 in the general elec- 
tion in California, which would change 
the plan of premium taxation by plac- 
ing it on a direct writing basis. Under 
this proposal the company originating 
the business would pay the tax on the 
entire premium, then would get credit 
from its reinsurer for the tax paid on 
the reinsured portion of the premium. 

To avoid double taxation the amend- 
ment provides reinsurance premiums 
shall not be subject to tax. Company 
officials report the amendment would be 


beneficial to insurance companies, set- 


ting at rest the question which came 


to an issue in the now famous Connec- 


ticut General Life case in California. 


Old Officials on Trial 


Trial of the 13 former officials of the 
old Pacific Mutua! Life opened this week 
at Phoenix, Ariz., after Federal Judge 
Ling had denied a motion of Roy S. 
Hoagland for a separate trial. They are 
indicted on charges of using the mails to 
defraud and conspiracy to use the mails 
to defraud. 

The court drew a panel of 125 prospec- 
tive jurors from which the jury will be 
chosen. It is expected the case will take 
two months for trial, as more than 200 
oe have been subpoenaed to tes- 
tify. 

The case in no way affects the present 
Pacific Mutual Life, which took over the 
affairs of the old company after approval 
of a rehabilitation agreement by the Los 
Angeles superior court, and which is now 
operated by a board of trustees named 
by the insurance commissioner, who, un- 
der the agreement, hold all the stock of 
the new company. 


Delegates to A. L. C. Meet 


NEW YORK—Roepresentatives of the 
Life Presidents Association at the an- 
nual meeting of the American Life Con- 
vention will be C. G. Taylor, Jr., sec- 
ond vice-president Metropolitan Life; 
F. D. Russell, president Security Mutual 
Life; R. M. Green, second vice-president 
Prudential, and W. Howard Cox, presi- 
dent Union Central Life. 


Hoffmann Is President 


MILWAUKEE.—The Equitable Club 
of the Carson agency of the Equitable 
Society here has elected Edward W. 
Hoffmann, president; V. E. De Remer, 
vice-president; J. S. Weeks, treasurer, 
and W. A. Busch, secretary. 
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Qualify for 


Regional Conventions 


B. M. A. salesmen report 
that the company's exclusive 
ALL-WAYS plan, which pro- 
vides Complete Protection, 
deserves much credit in en- 
abling them to write an ever 
increasing volume of business. 
This famous contract helped 
95 salesmen qualify for the 





regional conventions this year, 
and will no doubt play a large 
part in helping the salesmen to 
qualify for the Thirtieth Anni- 
versary Jubilee in 1939. 


Little wonder then, that 
B. M. A. salesmen are finding 
"business good." They are offer- 





ing their prospects complete 
protection through B. M. A.'s 
famous ALL-WAYS plans, 
which provides Accident, 
Health and Life Insurance. 








W. T. Grant, President 


J. C. Higdon, Vice-Pres. in charge 
of Sales 


BUSINESS MEN'S 
ASSURANCE CO. 


KANSAS CITY, MO. 
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Sketches of L. O. M. A. 
at Montreal Gathering 





By RALPH E. RICHMAN 


Several companies had five or more 
representatives present at the Life Of- 
fice Management Association meeting 
in Montreal. Among these were the 
Imperial Life, Industrial Life of Phila- 
delphia, Massachusetts Mutual, Metro- 
politan, National Life _ of Vermont, 
Northwestern -Mutual, Penn Mutual, 
Prudential and Sun lake of Canada. 

“=: 


* 

Frank L. Rowland, executive secre- 
tary, was accompanied by five of the 
L. O. M. A. official staff. L. R. Wood- 
ard, associate secretary, had charge of 
convention details. Harold E. St. Clair, 
associate secretary, was busy stimulat- 
ing additional interest in the L. O. M. 
A. Institute. Assistant Secretaries 
John E. Mumper and Norman C. Davis 
took part in the program. Special Staff 
Representative Charles M. Davidson 
spoke briefly. 

* 

Many and varied were the titles of 
men and women at the meeting, such 
as personnel director, planning super- 
visor, actuary, treasurer, secretary, audi- 
tor, office manager, purchasing agent, 
statistician, accountant, manager of 
office administration, registrar and comp- 
troller. Recently a new title appeared 
in the field—coordinator. Thomas F. 
Meagher of the New England Mutual 
and Carl EB. Schneider, National Life of 
Vermont, are coordinators, 

- ee 

President G. J. Edwards, Jr., Indus- 
trial Life, brought seven members of the 
home office staff as reward for their 
work in completing parts of the L. O. 
M. A. Institute work. 

* *K * 

While the war scare was on, there 
were predictions as to what a war would 
mean in Canada to life insurance. In- 
crease in surrenders, drop in new busi- 
ness, followed by increasing volume of 
new business, were predictions. 

Ka * ae 

Discussions are more like those in en- 
gineering societies than among any other 
life insurance groups except the actu- 
aries. Much of the program is factual 
detail and exact description of methods 
and technique. 

&  *iy-% 

J. G. Dalrymple, assistant secretary 
Canada Life, came in smiling although 
his personal baggage was lost at the 
railroad station. 

* * * 

Among women present were Olivet M. 
Beckwith and Marion A. Bills, assistant 
secretary, Aetna Life; Mrs. E. B. Mont- 
gomery, secretary, American Life, Bir- 
mingham; Mrs. Adriette G. Neal, per- 
sonnel director, Equitable of Iowa; Eliz- 
abeth L. O’Rourke, manager office ad- 
ministration, Lincoln National; Louise M. 
Newman, personnel manager Northwest- 
ern Mutual; Mrs. Mabel L. Criss, office 
manager United Benefit, Omaha; F. M. 
Richards, supervisor of female staff Sun 
Life, and Mrs. M. C. H. Niles, consultant 
in management, Baltimore. 

* * 

R, A. Taylor, assistant controller Sun 
Life, new association president, was one 
of the most active men in working out 
local arrangements. 

*k *K * 

A new director was elected for one 
year to complete the term of S. E. 
Mooers, Acacia Mutual, who _ resigned. 
Taking his place is Hill Montague, Jr., 
secretary Life of Virginia. 

Ys 

S. B. Ackerman, professor of insurance 
New York University, and former ques- 
tion box editor “Insurance Advocate,” 
outlined cultural background and spe- 
cial business training desirable for de- 
velopment of office executives. New York 
University has a course on the subject 
that can be completed in evening ses- 
sions in two years by college graduates 
and six years by those who have not 
had college work, and in less time with 
full time attendance. 

* * * 

President Richard Boissard paid trib- 
ute to Executive Secretary Rowland, who 
has completed 15 years’ service for the 
association. 

* * * 

During the past year 800 people at- 
tended the annual meeting and two sec- 
tional gatherings in which 102 people 
took active part. L. O. M. A. now has 
151 members, increase of seven over last 
year. In membership are all companies 





in the United States and Canada with 
over $200,000,000 in force. 
* *K * 

A text on the life insurance contract 
wiil be released in October by L. O. M. A. 
It is reported to be the first book of its 
Kind designed for use both in home office 
and field, providing concise but clear 
explanation, 

* * x 

During the past year L. O. M. A. In- 

stitute graded 4,200 examination papers. 
* *K * 

Olivet Beckwith, Aetna Life, was* first 
woman to qualify for the L. O. M. A. 
fellowship award. Her thesis on agency 
cost was accepted a month ahead of that 
of Dorothy B. Goldsmith, Guardian Life. 

* *K * 

Others who received the fellowship 
award at Montreal were R. F. Morgan, 
Continental American; A. L, Robinson, 
Aetna Life; G. J. Thek, Equitable So- 
ciety; T. H. Austin, Sun Life; granted 
the award but not present, M. F. Hood, 
Connecticut General. Mr. Austin is the 
first branch office employe to receive the 
award. 

* * * 

G. E. Mecherle, secretary State Farm 
Life, Bloomington, Ill., told the confer- 
ence of success of his company in oper- 
ating a school for prospective employes. 
The company may get better selection, 
improved loyalty and understanding of 
company policies while the employe en- 
ters work with less strain and greater 
certainty of success. 

~— ake * 

Employes of the Sun Life put on a one 
act comedy at the banquet. How a clerk 
suddenly elevated to president with aid 
of the president’s secretary baffled those 
who predicted failure, is the theme of 
the sketch. 


W. Va. Supreme Court 
on Double Indemnity 


The West Virginia supreme court 
has ordered a new trial in a suit in which 
Bonnie L. Otey’s estate endeavored to 
collect double indemnity from the John 
Hancock Mutual and the Educators 
Beneficial Society. It said: 

“Every surgical operation, however 
simple, involves some risk and the fact 
that the risk is slight does not convert 
into an accident an unexpected and un- 
usual résult. The means employed were 
intention, not accidental, and do not 
come within the provisions of the poli- 
cies sued on.” 

The policyholder died while under- 
going a tonsil operation. The court 
records showed that she was apparently 
hyper-sensitive to a local anaesthetic 
that was administered. 


E. D. Duffield Will Filed 


NEWARK—tThe will of President 
E. D. Duffield of the Prudential, who 
died Sept. 17, was probated this week. 
It makes bequests totaling $31,000 and 
leaves the remainder of the estate in 
trust for his wife, son and daughter. 

The will leaves $5,000 to the New 
Jersey Orthopedic Hospital and Dis- 
pensary of Orange to endow a bed in 
the name of Mr. Duffield’s deceased 
first wife, Mrs. Josephine Reade Curtis 
Duffield. Similar amounts are left to 
Mr. Duffield’s daughter-in-law, Mrs. 
Alice Louise Edson Duffield and _ his 
son-in-law P. W. Yeatman. 

Bequests of $1,000 each are made to 
two granddaughters, Joan Edson Duf- 
field and Barbara Duffield Yeatman and 
E. D. Curtis, a grand nephew and $5,000 
goes to a grandson, E. D. Duffield, 2nd, 
and to a niece, Josephine Curtis Carroll. 
Michael Murphy, for more than 20 years 
the Duffield’s chauffeur, is left $3,000. 


Garrett Agency Rally 


PEORIA, ILL.—C. R. Garrett, gen- 
eral agent Northwestern Mutual Life, 
directed his first sales meeting here, 
with 60 agents, who cover 20 counties 
near Peoria, in attendance. Wives of 
the agents were also invited and were 
guests of Mrs. Garrett at luncheon and 
attended a dinner with their husbands 
that evening. 

Warren Lundgren, assistant director 
of agencies, and David Colcord, Chicago 
sales executive, were speakers. 
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WILL PRESIDE AT SESSIONS 





D. J. TRIBBLE,. JR., Greensboro, N. C. 


D. J. Tribble, Jr., supervisor of the 
underwriting department at the head 
office of the Jefferson Standard Life, 
will preside over the ordinary session of 
the meeting of the Institute of Home 
Office Underwriters to be held in Louis- 
ville Nov. 5. He has been connected 
with the company in the underwriting 


L. C. CORTRIGHT, Louisville 


|end since 1923. L. C. Cortright, vice- 
president of the Kentucky Home Mu- 
| tual Life, and also its actuary, is chair- 
man of the formal papers session which 
will open the annual meeting. Emmet 
Russell, Jr., of the Life & Casualty of 
— is president of the organiza- 
ion. 








Life Cases Before 
U. S. Supreme Court 


WASHINGTON, D. C.—Questions 
of importance to the life insurance 
business are to be disposed of by the 
U. S. Supreme Court during its current 
term, which opened this week with a 
docket of more than 400 cases. 

Among the points to be decided in 
insurance cases which are pending be- 
fore the court is that of the validity of 
the California statutory procedure for 
the rehabilitation of insurance compa- 
nies, presented in the case of Neblett 
vs. Carpenter, a Pacific Mutual Life 
case. Another case involving liquida- 
tion is that of Motlow vs. Security 
Holders and Security Corporation, ques- 
tioning the jurisdiction of a federal 
court in a suit involving an insurance 
company which is being liquidated 
under state laws. 


Paid-up Clause Involved 


Validity of the repeal of a paid-up 
clause in a fraternal insurance policy is 
in dispute in the case of Woodmen of 
the World vs. Bolin, while the point 
whether a passenger in an airplane is 
participating in aeronautics within the 
meaning of the exception clause of a life 
policy is raised in the case of Massa- 
chusetts Protective vs. MacDonald. 

A decision whether false statements 
in an application are material and raise 
a presumption of intent to deceive is 
asked in an appeal in the case of Equi- 
table Society vs.-MacDonald, and in 
Prudential vs. Herold it is questioned 
whether the evidence was sufficient to 
prove the death of an insured person 
who disappeared on a bathing beach. 

Other cases involve the point whether 
an insurance agent had authority to bind 
his company. to an agreement allowing 
premium payments out.of time, in Lyon 
vs. Mutual Benefit Health, & Accident; 
the application of: state: insurance: laws 
to mutual benefit foundations, in Public 
Mutual Benefit Foundation vs. Hunt, 
and the applicability of state insurance 
laws to foreign reinsuring companies, 
in Beck vs. Occidental Life. 


COCHRAN FILES BRIEF 


LOS ANGELES “— Former 
President . George I.. Cochran of the 
old Pacific’ Mutual’ Life. has filed 


a brief with the U. S. Supreme Court in 
the appeal of Col. W. H. Neblett, Ver- 
non Bettin, William G. Dickinson and 
A. F. MacDonald, from the ruling of 
the California supreme court upholding 
the decision approving the rehabilita- 
tion and reorganization of the Pacific 
Mutual by former Commissioner Car- 
penter. Mr. Cochran allies himself with 
the petitioners in the appeal and holds 
that the case “shows a clear violation by 
the insurance commissioner and _ the 
courts of California, both of due pro- 
cess of law and of the impairment of 
the contract clause of the federal con- 
stitution.” He asks the court to reverse 
the decision of the California supreme 
court. 


Mortality Table Meeting 
The mortality table committee of the 

National Association.of Insurance Com- 

missioners held a two-days meeting at 


the New York insurance department 
here this week to discuss the possible 
need for revision of tables now in use. 
Those attending were A. N. Guartin, 
New Jersey department, chairman; 
Charles Hughes, New York; Lloyd 
Thomson, Indiana; F. E. Huston, Wash- 
ington; R. O. Hooker, Connecticut. 
Sitting in with the committee as mem- 
bers were C. A. Taylor, Actuary Life of 
Virginia, and Vice-president -J. 5. 
Thompson, Mutual Benefit Life. 


TAKES ILLINOIS LIFE BUILDING 


The United States circuit court of 
appeals in the seventh circuit this week 
dedicated its new home at 1212 Lake 
Shore Drive, Chicago. This is the 
classic structure that was erected by the 
old Illinois Life for its home office 4 
a cost of $3,000,000. Hereafter it will 
be a federal court ‘house.’ The govern 
ment got it for. $450,000 and’ has spent 
about $245,000 in renovating and redeco- 
rating. Presiding Justice’ Evan 
Evans presided at the dedicatory cer 
monies at which a number of notables 
were present. 

The Illinois Life erected this strut 
ture, it being one of the finest buildings 
of its kind. -Within a year after its 0 
cupancy the company was offered 3 
profit of $150,000 if it would vacate tt 
‘the offer coming from a club promo 
‘tional group. 
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Reports Activities 


of U. S. Chamber 


Fosters Better Public Un- 
derstanding and Use of All 
Forms of Insurance 


WASHINGTON, D. C.—Salient fea- 
tures of a broad program of activities 
now being carried on by the Chamber 
of Commerce of the United States to 
foster a better public understanding of 
the functions and uses of all forms of 
insurance are outlined in a report just 
made public by the chamber’s board of 
directors. 

The report, prepared by the chamber’s 
insurance committee, is being distributed 
among business organizations in all 
parts of the country. 

The committee holds that anything 
the chamber can do in behalf of insur- 
ance will naturally be of great value to 
the whole national welfare. 

“Swiftly changing world affairs,” the 
report states, ‘make it apparent that in- 
surance is of value to the large as weil 
as small businesses and to persons in 
all walks of life. The events which 
occur in time of crises and depressions 
strike at the rich as well as the poor and 
complete security is difficult, if not im- 
possible to attain. 


Aim to Cooperation 


“One of the best approaches to the 
highest degree of security possible is by 
the use of insurance which is founded on 
tested principles that have withstood the 
shocks of depressions, conflagrations, 
disasters and epidemics, whether they 
have been statewide, national or even 
worldwide. 

“Because the ultimate success of in- 
surance depends upon active cooperation 
between those actually conducting the 
business and policyholders, the program 
of the chamber’s insurance department 
has been developed to bring about a bet- 
ter understanding of insurance by policy- 
holders. The influence which the 1,618 
member organizations of the national 
chamber, with their underlying member- 
ship of 633,190 corporations, firms and 
individuals, might exercise in insurance 
matters can hardly be over-estimated. 

“As insurance is such an integral part 
of business, this membership pays a sub- 
stantial portion of the $5,000,000,000 
annually spent for insurance and_ it 
naturally has an interest in the factors 
affecting insurance. The opinion of the 
chamber on insurance questions must 
necessarily be impartial and based upon 
solid economic facts in order to have the 
Support and influence of its members in 
every state in the Union.” 


Objectives Are Reviewed 


The report points out the chamber’s 
continuing efforts in opposing further in- 
creases in special state insurance taxes, 
licenses and fees, with emphasis on the 
fact that these hidden taxes are directly 
paid by policyholders: the work done in 








Old Established Insurance 
General Agency: 


has opening for an Experienced Life man 
capable of handling and training an organiza- 
tion. Can make money At Once as we have 
plenty of live leads for agents. Exceptional 
opportunity and contract for right man. Must 
be resident of San Francisco Bay area. Reply 
in detail Box J-1, The National Underwriter. 














POSITION WANTED 
S agency or district manager, prefer- 
ably in Hammond or Gary, Ind., district, 
Age 38. Married. Ten years’ experience 
with agents. Ready to go. What’s your 
Proposition ? 
ADDRESS J-2, NATIONAL UNDERWRITER 














Honor Is Paid to 
45-Year Man 








H. R. KENDALL 


The Washington National of Chicago 
recognized the 45th anniversary of 
Chairman H. R. Kendall’s entrance into 
the insurance business. His home office 
associates gathered in his office to pre- 
sent him with a number of tokens. Mr. 
Kendall is a self-made man. He was 
born on the stumpy acres of a Ken- 
tucky farm and he had to work and 
work hard. He served as president of 
the Fidelity Life & Accident of Louis- 
ville, and later vice-president of the 
Washington Life & Accident of Chi- 
cago. The Washington National was 
formed by the merger of these two 
companies and the United States Na- 
tional Life & Casualty of Chicago. 
Before becoming a company official Mr. 
Kendall was in the service of the Pru- 
dential for 30 years. He was superin- 
tendent at Louisville for almost 25 
years and was leading the United States 
when he resigned to establish the 
Fidelity Life & Accident. He started 
ta carry a rate book for the Prudential 
in New Albany, Ind., was made assis- 
tant superintendent, serving three years 
in that capacity in Covington, Ky., and 
Columbus, Ind. When he was 21 years 
of age he was placed in charge of the 
Terre Haute, Ind., office as superin- 
tendent. Two years later he was made 
superintendent at Louisville. He is an 
outstanding figure in accident and life 
insurance. He is a man of high prin- 
ciples, strict integrity, possessing ag- 
gressivenes and forcefulness in his 
work. He and his brother, President 
George R. Kendall of the Washington 
National, have developed a magnificent 
institution. 











opposing monopolistic state workmen’s 
compensation insurance funds and the 
publications that are issued periodically 
to keep business men in the chamber’s 
membership informed with respect to 
the tendencies in workmen’s compensa- 
tion legislation; the steps that were 
taken in furthering the negotiation of a 
treaty with Mexico to facilitate the re- 
covery of stolen cars transported across 
the border and the efforts that have 
been made by the chamber in support of 
automobile safety or financial responsi- 
bility legislation. 

Nearly 600 chambers of commerce are 
enrolled in the inter-chamber fire waste 
contest and the report contains striking 
evidence of the effective results accom- 
plished by this nation-wide fire preven- 
tion campaign. 

In recognition of the relationship of 
public health to the nation’s economic 
welfare, the report explains that the 
chamber is cooperating closely with the 
American Public Health Association in 
sponsoring rural and city health con- 
servation contests with gratifying results. 
Members of the insurance committee 





which drafted the report are: O. J. 
Arnold, chairman, president Northwest- 
ern National Life; Oliver R. Beckwith, 
counsel Aetna Life; S. Bruce Black, 
president Liberty Mutual; Bernard M. 
Culver, president Continental; Lee J. 


Dougherty, vice-president Occidental 
Life; Hovey T. Freeman, president 
Manufacturers Mutual Fire; John C. 


Harding, resident executive vice-presi- 
dent Springfield F. & M., Chicago; Le- 
roy A. Lincoln, president Metropolitan 
Life; Charles F. Liscomb, Charles F. 
Liscomb Agency, Duluth; Frank W. 
McAllister, general counsel Kansas City 
Life; Julian S. Myrick, Ives & Myrick, 
New York City; J. H. R. Timanus, sec- 
retary Philadelphia Contributionship; 
William D. Winter, president Atlantic 
Mutual. 


Reed Is Club President 


Tom B. Reed, Oklahoma City gen- 
eral agent of the Great Southern Life, 
was renamed president of the Presi- 








dents Club, company’s highest honor 
organization. Mr. Reed is a million 
dollar producer and has an 85 percent 
ratio on renewals. 


Letters From Ring Champions 


The Pilot Life in its “Best Man” sales 
contest, in which men of equal ability 
are pitted against each other in 10-round 
boxing bouts, obtained a photograph 
and letter of boxing instructions from 
Jack Dempsey, formerly world heavy- 
weight champion. 

This year while Jimmy Braddock, an- 
other former heavyweight champion, 
was making a personal appearance at 
Greensboro to referee a wrestling match, 
Manager W. L. Jessup of the sales pro- 
motion and advertising department se- 
cured an interview with Braddock and 
obtained from him a letter of boxing in- 
structions in connection with the cam- 


paign. 


Read The Industrial Salesman, $1 2 — 
year. 420 E. Fourth Street, Cincinnati. 











our territory. 


Participating. 


plans at age 5. 


E. P. Greenwood 
President 








Agency opportunities under con- 
tracts direct with the Home Office 
are still available in most sections of 


We operate in Kentucky, Louis- 
iana, New Mexico, Oklahoma, Ten- 
nessee, and Texas. 


We offer every recognized policy 
form, both Participating and Non- 


We insure children, beginning at 
birth, with full coverage under all 


We invite your inquiry. 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


Home Office 
Houston, Texas 
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Joint Actuarial 
Meeting Hits High 
Attendance Mark 


(CONTINUED FROM PAGE 1) 


vision for the aged shall not absorb an 
unreasonably large proportion of the 
national resources is,” said Mr. Wil- 
liamson, “a further factor in forcing 
consideration of the needs of other 
classes. Graridiose schemes are con- 
stantly presented for adoption by indi- 
vidual states, while huge apparent 
followings Have rolled up for such move- 
ments as the Townsend plan, offering 
to the aged portion of the population 
a monthly income approximately five 
times the average income of the entire 
population. It has seemed necessary to 
consider the claims of other classes lest 
an undue sentimentality should actually 
commit the nation to a completely un- 
economic program for old-age provi- 
sion.’ 


Insurance Concept Better 


Some of the conflicting points of 
view that have to be faced in consider- 
ing changes in established benefits arise 
because the current old-age program 
has introduced an advance saving or 
investment method of treatment in 
marked contrast to a current claims 
treatment. The present scheme makes 
it necessary to rationalize the use of 
the means test and the relief technique 
on the one hand, and a very large sav- 
ings proposal on the other. The savings 
proposal has created a conflict of opin- 
ion, so far unresolved, concerning the 
ability to transfer purchasing power 
from one generation to another. 

The purpose of social insurance, Mr. 
Williamson said, can be recognized as 
an attempt to subsidize benefits to those 
whose liability to risk turns out to have 
been especially great and to use a frame- 
work for the collection of supplemental 
aid from others whose liability to risk 
is lighter. In the United States this 
viewpoint has been reduced in weight 
by the desire for personal recognition 
of the equities of the individual, but he 
believes that the broad insurance con- 
cept rather than the individual thrift 
concept is wiser and inescapable. 


EFFECT OF TABLE 


The effect of the use of the American 
Experience and other mortality tables 
on the surplus earnings of the average 
life company was discussed by J. S. 
Thompson, vice-president and mathe- 
matician Mutual Benefit Life. 

The general suitability of the Amer- 
ican Experience table, constructed in 
1860, has again been brought up for 
active study by the appointment, about 
a year ago, of a committee by the Na- 
tional Association of Insurance Commis- 
sioners to review the whole question. 
This action may have been prompted, 
Mr. Thompson said, by the old impres- 
sicn that the use of an obsolete table, 
not at all representative of current mor- 
tality, might actually be increasing, or 
at least distorting, the cost of insurance 
to policyholders. 


Effect on Gain and Loss 


Another circumstance of consider- 
able influence at this time is the effect 
of the American Experience table on the 
gain and loss exhibits which have to 
be filed by the companies as part of their 
annual statements. These exhibits ana- 
lyze the change in surplus by consider- 
ing the relationship of a company’s mor- 
tality experience, expenses, and interest 
earned to the corresponding items pro- 
vided for in the premiums charged. Be- 
cause of the common use of the Amer- 
ican Experience table as the base, the 
companies’ exhibits frequently show 
large mortality profits, low profits, or 
even losses, from loading, and large so- 
called profits from surrenders and lapses. 

These published results have been used 
by irresponsible persons to confuse the 
public and otherwise damage the busi- 











ness without due reference to the fact 
that, as far as is reasonably possible, 
so-called profits in the case of non-par- 
ticipating companies have been antici- 
pated in the computation of the gross 
premiums, and in the case of participat- 
ing companies have been distributed to 
the policyholders in the form of divi- 
dends. 

The work in connection with the new 
mortality table and the gain and loss ex- 
hibit is under way and it is difficult at 
this stage to do more than outline the 
problem. The exhibit may be subject 
to variation from time to time with the 
purpose of relieving the companies of 
the major difficulties arising from the 
abuse of published figures. The mor- 
tality table committee hopes to report 
at the December, 1938, meeting of the 
commissioners. In the meantime no 
preliminary conclusions can be stated. 





TROUBLES OF NON-PAR 





A somewhat pessimistic attitude was 
taken by R. G. Stagg, associate actuary 
Lincoln National Life, in discussing the 
present-day difficulties of the non-par- 
ticipating companies, with particular ref- 
erence to the issuance of high premium 
plans of insurance. 

It was pointed out by the speaker 
that although the companies had pre- 
vously reached a high degree of refine- 
ment in the calculation of non- participat- 
ing premium rates, the recent rapid and 
serious fall in the interest rate has had 
the effect of overshadowing the other 
factors that are involved in making such 
calculations. 


High Priced Policies Affected 


Not only is the interest question a 
serious one, but there are numerous 
other problems which make it difficult 
for a non-participating company to de- 
termine the assumptions to be made for 
future premium rates. Companies of 
this type cannot make premium rate 
increases retroactive and must, there- 
fore, determine rates which are ade- 
quate for assumed future conditions as 
well as competitive under present condi- 
tions. Rapidly increasing taxes, greater 
competition, and the tendency towards 
higher premium plans which emphasize 
the difficulties caused by low interest 
rates were cited by Mr. Stagg in this 
connection. 

As a possible solution to these diffi- 
culties, the speaker suggested that con- 
sideration be given by the companies to 
either the entire elimination of non-par- 
ticipating insurance on high premium 
plans or the issuance of such plans only 
on the participating basis. 


BRITISH MORE FREE 


Several points of difference in the 
practice and regulation of the investment 
of funds by life companies as between 
United States and Great Britain were 
discussed by M. A. Linton, president 
Provident Mutual Life. This topic was 
of particular interest because the meet- 
ing was attended by a representative 
group of actuaries of British companies. 

The most noteworthy point of differ- 
ence to which Mr. Linton referred was 
the lack of governmental regulation of 
the investments of British life compa- 
nies as opposed to the strict regulations 
imposed by the various states on Amer- 
ican companies. 


More Common Stocks 


Another striking difference is the 
higher percentage of the assets of the 
British companies invested in common 
stocks or “equity” securities as opposed 
to only about one-half of 1 per cent in 
the case of the United States compa- 
nies. 

In pointing out that the average net 
rate earned by United States compa- 
nies on their invested assets has re- 
mained almost constant during the three 
years ending on Dec. 31 last, Mr. Lin- 
ton expressed the definite opinion that 
the rate will fall. He pointed out in 
support of this that the average net 














PUBLIC SERVICE DEPARTMENT 





NEW YORK—The Equitable Society 
this week moved its public service de- 
partment from the second floor to the 
ground floor, adjacent to the cashier’s 
department, to take care of its expand- 
ing activities. This department handles 
premium collections, death claims, ma- 
turities, surrenders, loans, extensions, 
restorations, use of dividends, changes of 
beneficiaries, and adjustments of one 
kind or another for the entire greater 





New York territory. Premium collec- 
tions run into millions of dollars. Some 
idea of the size of these operations may 
be gathered from the fact that more than 


69,000 people were interviewed by the . 


staff during the 12 months ending Au- 
gust 31, 1938. President Parkinson 
spoke at the dedication of the new quar- 
ters. He emphasized the service func- 
tion of the department in its relations 
with the public. 








rate on new investments is still below 
that earned on total assets. 

Mr. Linton believes that the chief 
reason for the long continued stagnation 
of the capital market has been a lack 
of confidence in the future as regards 
investment for profit. High taxation, 
governmental competition, and unsatis- 
factory labor conditions have all been 
clouds on the horizon, portending storms 
or at least extremely unsettled weather 
ahead for the investor. 


INVESTMENT FACTORS 





‘gage field by the federal land banks, 


the Reconstruction Mortgage Corpora- 
tion, and the National Mortgage Asso- 
ciation, the life insurance companies are 
finding difficulty in obtaining mortgage 
investments at desirable rates of inter- 
est. This government invasion of the 
mortgage field, which is both direct and 
indirect, has already had a serious ef- 
fect and may ultimately have a much 
more serious effect upon the average 
rate of interest earned by the life insur- 
ance companies, or alternatively upon 
the quality of the mortgage loans made 
by them. 





The early laws governing the invest- 
ments of life insurance companies were 
enabling rather than regulatory accord- 
ing to A. J. McAndless, executive vice- 
president Lincoln National Life. The 
reason for this was that the early com- 
panies, unless they possessed charter 
privileges, were limited to acts that could 
be performed by moneyed corporations. 
The powers of the latter were severely 
restricted and it became necessary to 
enlarge them for the life insurance com- 
panies. The enabling statutes, however, 
later developed strict regulatory enden- 
cies and today management has com- 
paratively little choice in selecting in- 
vestments. 


Retirement Provision Necessary 


The speaker criticized the present al- 
most universal tendency to create cor- 
porate debt without proper provision for 
its retirement, either by sinking fund 
provisions or otherwise. The railroads 
and public utilities are both guilty in 
this respect because they have not dealt 
with the realities of their respective situ- 
ations. The result is that railroad and 
utility bonds are not at all liquid in 
times of financial and economic stress. 


Little More Than Equities 


Mr. McAndless called attention to the 
current policy of American life compa- 
nies of avoiding equity or common 
share investments. This policy is due 
largely to statutory restrictions. He 
pointed out that investments in railroad 
bonds, for example, are only very 
slightly removed from investments in 
railroad equities. In view of this, he 
suggested that consideration be given to 
the extension of eligible investments to 
include a larger proportion of common 
stocks. 

Because of the invasion of the mort- 





AIM AT CERTAINTIES 


If time permitted and anything of 
profit would result therefrom, one 
might set forth various methods by 
which American Life companies value 
their assets and liabilities, said E. E. 

Rhodes, vice-president Mutual Benefit. 
There is, however, a general rule which, 
in his opinion, should prevail. That 
is, that assets and liabilities should be 
valued, respectively, on the lowest and 
highest bases which can be justified. 

It may, of course, be said that the 
balance sheet should be, in so far as can 
be ascertained, a true exhibit of a com- 
pany’s financial situation. The difficulty 
lies in determining what is the true 
condition. Under conditions which have 
existed during late years, investments 
which would ordinarily be considered 
excellent have become impaired. Re- 
membering that the first duty of a life 
insurance company is to maintain a se- 
cure financial condition, he suggested that 
a balance sheet in which possible losses 
are discounted is a truer exhibit than 
one in which such losses are ignored. 


Better to Understate Surplus 


It is more in the interest of policy- 
holders to understate surplus or con- 
tingency reserve funds than it is to over- 
state them. If surplus is distributed on 
the basis of earnings as shown by the 
capitalization of bookkeeping items, of 
by the retention of non-ledger assets, 
such as past due interest, which do not 
seem probable of collection, or by meth- 
ods of accounting which indicate a 
higher rate of interest than that actually 
earned, policyholders are injured rather 
than benefited. 

Questions of expediency should not 
be controlling. The business of a life 
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insurance company is measured by gen- 
erations, not by years, and they who 
allow their problems to accumulate pur- 
sue a short-sighted course. 

John G. Parker, general manager and 
actuary Imperial Life of Toronto, called 
attention to several salient points of dif- 
ference between life contracts as issued 
in Canada and in the United States. 

Under the uniform life insurance act, 
in effect in eight of the Canadian prov- 
inces, companies are not required to in- 
corporate an incontestability clause in 
their contracts as they are under most 
standard provision laws in the United 
States. Nevertheless, Canadian policies 
usually contain such a provision. The 
Canadian courts, Mr. Parker said, have 
frequently held that a contract was 
voidable for fraud even after the expira- 
tion of the contestable period. Unfortu- 
nately, this defense is an extremely diffi- 
cult one for the companies to maintain 
in the United States. 


Suicide Claims Barred 


The privy council in England recently 
held that payment of a claim arising 
from suicide while sane was not enforce- 
able on the ground that it was against 
public policy for an insured or his estate 
to benefit by his own crime. It is not 
believed, however, that this attitude 
would prevail among Canadian compa- 
nies. Although Mr. Parker would not 
be in favor of raising any question of 
liability after the suicide period under 
contracts containing the usual suicide 
restriction clause, he suggests that there 
is much to be said in favor of entirely 
eliminating from life insurance policies 
all coverage for death by suicide. 

Canadian companies have generally 
favored the use of the automatic premi- 
um loan feature as’ the automatic non- 
forfeiture benefit instead of the extended 
insurance provision more commonly 
used in the United States. One com- 
pany using the former provision in 
Canada and the latter in the United 
States found a much larger proportion 
of business went under the premium 
loan provision than under the extended 
insurance provision. The percentage of 
reinstatements after extended insurance, 
however, was notably less than the per- 
centage of premium loan repayments 
following the operation of the automatic 
loan. On the whole, the automatic 
premium loan provision has been found 
to work satisfactorily by the Canadian 
companies. 





The Aetna Life has entered the Mis- 
souri farm loan field for the first time 
in 85 years. 





NEWS OF WEEK 


Actuaries hold joint meeting in New 
York. 
Pagel 





* *k * 

President Fulton of Home Life tells 
members of New York Life Managers’ 
Association there should be_ greater 
harmony between administrative and 
selling activities. Page 1 

* * * 

Consumer cooperatives as an alterna- 
tive to governmental price regulation 
proposed in connection with the federal 


monopoly investigation. Page 3 
a ae 

J. M. Holcombe wants efficiency engi- 

neering in selling. Page 3 
* Kk * 


Program for the Industrial Section of 
the American Life Convention features 
a number of discussions. Page 4 

* * * 


Program is announced by the Life 
Insurance Sales Research Bureau and 
Association of Life Agency Officers for 


its Nov. 2 session. Page 5 
ee 

SEC may conduct only life insurance 

probe, Page 3 
* ke * 


Nothing to fear in monopoly inquiry, 
Chairman O’Mahoney states. Page 6 
* * * 
Hearthstone Life of Indianapolis, or- 
ganized by Frank P. Manly is licensed. 
Page 6 

e @ © 


New provisions in Mutual Life of New 
York policy forms becoming effective 
Jan. 1, 1939, are shown. Page 18 

* * 

Company recognition is given to H. R. 
Kendall, chairman of the board of the 
Washington National, Chicago, on the 
45th anniversary of his entrance into 
insurance. Page 9 

* * * 

Claude C. Beals resigns as chief ex- 
aminer in the Ohio insurance department 
to enter the private practice of law at 
Columbus, Page 24 





Start Baltimore Course 


BALTIMORE—The Baltimore In- 
stitute of Life Underwriters began its 
seventh school year this week. Classes 
will continue until June. The courses 
include life insurance fundamentals, °life 
insurance salesmanship, general educa- 
tion, including economics, government 
and sociology, law, trust and taxes, and 
finance. 





Thiesen Launches Course 


Ralph L. Thiesen, Lincoln, Neb., general 
agent of the Northwestern Mutual Life, 
is conducting a school of instruction at 
Lincoln beginning Oct. 5. There will be 
eight Wednesday evening sessions and 
classes will discuss actual problems and 
conditions of life insurance field work. 





Industrial Section Discussants 





FRANK P. SAMFORD, Birmingham 


Two men assigned to participate in 
the discussion at the Industrial Section 
of the American Life Convention meet- 
ing next Monday are Frank P. Samford, 


J. F. RUEHLMANN, Cincinnati 


president Liberty National Life of Bir- 
mingham, and Vice-president J. F. 
Ruehlmann of the Western & Southern 
Life of Cincinnati. 


Lang's Policyholders 
Given a Barbecue 
at a Picnic Spot 


An interesting means of building pol- 
icyholder good will was utilized by Gar- 
land H. Lang, Southwestern Life, Kerr- 
ville, Tex., when he invited all South- 
western Life policyholders in the vicin- 
ity to attend a Texas barbecue at a pic- 
nic spot near Kerrville to celebrate his 
completion of 10 years’ continuous 
weekly production. More than 500 at- 
tended, which is believed to be the first 
of its kind held in that part of the coun- 
try. 

Shortly after signing a contract with 
the Southwestern Life, Mr. Lang deter- 
mined to set an application a week as a 
minimum goal. Although Kerrville has 
but 6,000 population, he completed 10 
years of continuous weekly production 
the first of last month, not missing a 
week since he first made his resolve. 
Prior to entering life insurance, Mr. 
Lang was in the mercantile business in 
another part of the state and was a 
Southwestern Life policyholder. When 
he moved to Kerrville, he decided to go 
into life insurance. For the past five 
years he has averaged $250,000 produc- 





tion annually.. Mr. Lang has a monthly 
bank service with both of the local banks 
and more than: a score of salary savings 
accounts. 

Prior to the barbecue, Mr. Lang 
mailed postal cards to all of his policy- 
holders for them to return indicating 
whether they would be able to attend 
and how many guests they would bring 
along. He also ran advertisements in 
the local paper, which devoted consider- 
able space to the barbecue. The Kerr- 
ville junior high school band of 50 pieces 
gave an hour’s concert. 

Mr. Lang made a few introductory re- 
marks and awarded prizes to the oldest 
policyholder present, 71, and the young- 
est, three months. Arthur Coburn, vice- 
president, and Clifford Ivey, agency di- 
rector, were present from the home of- 
fice, Mr. Coburn presenting Mr. Lang 
with an engraved certificate signed by C. 
F. O’Donnell, president, certifying that 
he had submitted one or more applica- 
tions per week the past 10 years. 

Mr. Lang has nearly 1,000 policyhold- 
ers. He is active in the San Antonio 
Life Underwriters Association and has 
never missed a state underwriters asso- 
ciation meeting or sales congress. He is 
a member of the Texas Leaders’ Round 
Table and the Southwestern Life’s Top 
Club. Mr. Lang qualified both himself 
and his wife for the 1939 convention. 
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EDITORIAL COMMENT 





Publishing Convention Dailies 


Eacu year THE NATIONAL UNDERWRITER 
gets numerous inquiries about the system 
that is used in publishing the three daily 
editions at the convention of the NATIONAL 
ASSOCIATION OF Lire UNDERWRITERS. The 
editors, therefore, feel that there may be 
general interest among readers in the work 
that is done. , 

Just as soon as the convention city for 
the ensuing year is selected, an investiga- 
tion is made of the printing facilities there. 
A deal is made with a shop that is equipped 
to do the work. That may necessitate a 
personal visit to the convention city by a 
NATIONAL UNDERWRITER representative. 

Numerous postal regulations face the 
publisher in mailing the paper from a city 
other than the regular publication point. 
Correspondence is conducted with the local 
postal authorities to satisfy these regula- 
tions. 

A supply of the regular Nationat Un- 
DERWRITER paper stock is shipped to the 
printer from the paper company patronized 
by this publication. Incidentally, the pa- 
per was shipped to Houston by sea. It 
absorbed moisture, and, in addition, the at- 
mosphere at Houston is moist. The printer 
encountered difficulty and there was so 
much wastage that extra paper had to be 
bought in Houston. No paper of 16 page 
size was available south of St. Lous, so 
the 8 page size was purchased and the pa- 
per made up and printed in the smaller 
form. 

As soon as announcement is made of the 
speakers for the convention, requests are 
made for copies of the manuscripts. As 
these come in, they are edited, captions 
written, a notation is entered in the 
“dummy,” including an estimate of the 
length of the article in the printed page 
and then mailed to the printer. 

As the day of the convention draws 
nearer, the manuscripts arrive in a flood 
and the pace of the work quickens. 

A shipment of cuts of speakers and 
others who figure prominently in connec- 
tion with the convention is dispatched to 
the printer, along with cover plates and 
other advertising cuts. 

On Thursday before convention week 
one of the editors reaches the convention 
city. He confers with the printers and 
postal authorities and gets familiar with 
the physical arrangements. 

During that week the covers are printed 
for the three dailies, with 1,000 more than 
the normal run to care for the copies that 
are distributed to conventioneers. 

Three other editors reach the convention 
city, usually Sunday morning. Their first 
job is to edit the speeches, reports and 
other advance material that is available. 

A start is made towards getting dozens 


of short items of a spot news variety con- 
cerning company meetings, personals, etc. 
The information is jotted down and then 
written up and edited. The editors gather 
these items throughout the week. 

On Monday one of the editors stays all 
day with the National Council meeting. 
Upon adjournment in the evening he writes 
his report of that meeting, edits it and 
rushes the material to the printer. Another 
editor is at the printing establishment mak- 
ing up what pages he can from the ma- 
terial already in type. Another editor, who 
has learned how to manipulate a camera 
with synchronized flashlight is making a 
nuisance of himself taking pictures. At 
noon the first batch of pictures is sent to 
be developed. They are returned a few 
hours laters and layouts are made, which 
are sent to the engraver. Such pictures 
are taken Tuesday, as well. 

Monday evening at Houston one editor 
attended the Quarter Million Dollar Round 
Table dinner of the women underwriters 
and another covered the meeting of state 
association presidents. They wrote those 
reports that evening and got them off to 
the printer. 


Tuesday one editor attended the Million ° 


Dollar Round Table breakfast, writing a 
running account throughout the day and 
sending what he had written in “takes” to 
the printer, which, incidentally, was located 
three miles away. Another editor covered 
the meeting of the General Agents & Man- 
agers Section and a third the day-long 
meeting of women underwriters. The pub- 
lic meeting in the Coliseum was covered 
Tuesday evening. Late in the evening the 
entire staff went to the printing establish- 
ment to help in the make-up, reading page 
proof, making adjustments of various kinds, 
judiciously cutting material (it was found 
necessary to throw away 200 inches of 
type material for use in the first daily). 
By 3 a. m. the entire paper of 44 pages 
had been made up, except for one page, 
which was left open to carry news of the 
opening session of the convention Wednes- 
day morning. The printing of two 16-page 
forms commenced about 3 a. m. Wednes- 
day. 

A condensed story of the convention was 
written and wired to Cuicaco for use in 
the regular weekly edition. 

Wednesday morning one of the editors 
went to the main convention session. An- 
other was at his side to telephone his 
“takes” to the printer. Two editors were 
at the printers, closing up the first day 
paper and starting to make-up for the sec- 
ond day. The last “take” was set in type 
at 10:45 a. m. Wednesday and shortly 
after the final form was on the press. 

Despite the trouble due to the moist pa- 





per, 1,000 copies of the first daily were de- 
livered at 3:30 Wednesday afternoon and 
the editors thereupon transformed them- 
selves into newsboys and handed the copies 
to the conventioneers. 

Late Wednesday afternoon came the elec- 
tion meeting of the National Council. One 
of the editors attended that session, which 
lasted until nearly 7 p. m. He then tele- 
phoned the results to Cuicaco for use in 
the regular edition, which was then ready 
for the press. He then wrote his story 
for the second convention daily. The din- 
ner meeting of the National Chapter C. 
L. U. was covered that evening by another 
editor. By 2 a. m. Thursday the second 
paper was ready for the press. 


The strain has eased greatly by the time 
it is ready to make up the third day paper, 
The printers are thoroughly familiar with 
the steps that are involved and the job 
comes off easily. 

An immense amount of editorial detaij 
is involved in getting out these publica- 
tions that is not apparent to the reader, who 
is not familiar with this type of work. Tur 
NATIONAL UNDERWRITER finds that the 
service is appreciated by those who attend 
the conventions as well as by the regular 
subscribers. This account was prepared 
to satisfy what seems to be a genuine curi- 
osity on the part of many readers as to 
how a complicated task is speedily yet 
accurately done. 








PERSONAL SIDE OF BUSINESS 





S. H. Beckett, deputy California insur- 
ance commissioner, who had been con- 
nected with the department 32 years, 
died of a cerebral hemorrhage in San 
Francisco at the age of 69. He had been 
a deputy since 1930. 


J. L. Howard of the Travelers in 
charge of the life department and T. W. 
Cole, assistant superintendent of agen- 
cies, stopped off in Chicago to confer 
with the local staff, en route to the St. 
Paul convention of the National Asso- 
ciation of Insurance Agents. 


L. G. Hoffmann, 81, for many years 
prominent in life i insurance circles in the 
Twin Cities, died in Los Angeles. In 
recent years he had divided his time be- 
tween St. Paul and Los Angeles. 


C. A. Macauley, Michigan state agent 
John Hancock Mutual Life, will cele- 
brate his 40th anniversary with the 
company on Oct. 21. The Macauley 
agency is staging a drive to write 
$10,000 for each year of Mr. Macauley’s 
participation in the business, $400,000 in 
all, in six weeks’ time. The first 2% 
weeks of the drive brought in $230,000 
in applications. D. L. Schneider is 
chairman. 

On Oct. 22 Mr. Macauley will be en- 
tertained by his agency force at a testi- 
monial banquet at which the business 
will be presented to him and production 
prizes will be distributed. 

Floyd B. Studer, superintendent of 
the American United Life in Amarillo, 
Tex., who has for many years served 
the Panhandle Old Settlers Association 
as its secretary, refused to serve longer 
because of the press of business. J. B. 
Archer, agent of the American United 
and close associate of Mr. Studer, was 
elected to succeed him. 


Bradford H. Walker, president Life 
of Virginia, is one of 16 Richmonders 
among 57 Virginians listed for the first 
time in the 1938-1939 edition of “Who's 
Who in America.” 


Oregon’s No. 1 life underwriter has 
just completed a quarter century of 
service with his company. He is Wil- 
liam J. Sheehy, who has twice won the 
annual trophy posted by agency man- 
agers in Portland for the underwriter 
among all companies who writes the 
largest volume. 

During his 25 years with the Oregon 





Mutual Life, Mr. Sheehy has placed 
more than $6,000,000 of protection, and 
he has been awarded the post of presi- 
dent of the Leaders Club for five years. 

Mr. Sheehy was presented with a 
gold watch by W. C. Schuppel, execu- 
tive vice-president. 


H. N. McClelland, 53, treasurer of the 
State Life of Indiana, and active in 
business circles many years, died after 
an illness of six months. Joining the 
company as an assistant bookkeeper in 
1894, he was associated with it during 
his entire business career. In 1934, he 
became secretary-treasurer and _ re- 
mained treasurer when the two offices 
were separated. 


Walter W. Head, president of the 
General. American Life, spoke at a din- 
ner meeting of the Mortgage Bankers 
Association of St. Louis on “Europe 
Today.” 


Harry L. Babcock, general manager 
of the Citizens Limited Life of Lin- 
coln, Neb., has filed as an independent 
candidate for state auditor. 


Norman Jacobshagen, son of Frank 
B. Jacobshagen, secretary of the Farm- 
ers & Bankers Life, was married to 
Miss Marguerite Boston of ‘Wichita. 
On Oct. 18 Robert K. Lindsley, son of 
President H. K. Lindsley will be mar- 
fied to Jeanne A. Clarke of Oklahoma 

ity. 


Dr. W. W. Gill, 78, medical director 
National Guardian Life, died at his 
home in Madison, Wis., from a stroke 
suffered Sept. 22. He was born in Madi- 
son in 1860. “He attended Rush Medi 
ical College in Chicago and then entered 
University of Wisconsin law school. For 
28 years he served as medical director 
of the National Guardian. 


G. A. Moszkovski, president of Ameri- 
can International Underwriters Corpora- 
tion, New York City, a director and 
chairman of the foreign business com- 
mittee of the United States Life sailed 
on the “Queen Mary” for Europe. His 
trip, mainly in the interests of the A. 
I. U., will take him to many of the prin- 
cipal cities of England, France, Holland, 
Belgium and Switzerland. 
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NEWS OF THE COMPANIES 





Postal Union Life Is 
Taking Over Great Republic 


Under the terms of the reinsurance 
agreement whereunder Postal Union 
Life takes over Great Republic Life of 
Los Angeles, which has been approved 
by Superior Judge Shinn of Los An- 
geles, the reinsurance company gets as- 
sets of $4,596,548 and insurance in force 
of $14,024,551 as of Aug. 1. Postal 
Union agrees to set aside 9,500 shares 
of its stock for distribution among 
Great Republic shareholders at a price 
of $15.03 per share. Postal Union will 
cancel all contribution certificates, will 
make no investment or reinvestment of 
Great Republic funds for a specified pe- 
riod without consent of the insurance 
commissioner, assumes all policies and 
contracts of insurance in force; assumes 
all obligations of Great Republic and 
will warrant the insurance department 
freedom from litigation. The agree- 
ment was approved after a trial that 
continued for two weeks. 


Honor F. P. Samford 


President’s Month in honor of Presi- 
dent Frank P. Samford is being ob- 
served in October by agents of Liberty 
National Life of Birmingham. Quotas 
have been set and prizes will be awarded 
qualifying agents. In celebration of 
President Samford’s 17th anniversary 
with the company memberships in the 
“17 Club” will be given those agents 
who write 17 or more applications on 17 
different lives during the month. The 
president’s cup will be awarded the 
agent writing the most business. To 
get the contest under way early, sup- 
plementary prizes are also offered for 
production the first week of the contest. 


Departments Consolidated 


The Hercules Life department of the 
Washington National, which includes 
the National Life, U. S. A. fund, has 
now been moved to the executive head- 
quarters of the Washington National at 
610 Church street, Evanston, Ill. The 
Hercules Life was merged with the 
Washington National and up to this 
time has been conducting its affairs 
from its office in Chicago. 











MacLeod on Coast Trip 


Sayre MacLeod, Jr., western division 
ordinary supervisor of the Prudential, 
conferred with Managers O. O. Orr, 
A. C. Williamson, and Ragnold Bernt, 
group representative, in San Francisco. 
Mr. MacLeod also spent a day in Oak- 
land with Manager Herrick Brown, be- 
fore leaving for Los Angeles where he 
will remain for several days before 
leaving for his Newark headquarters. 


October Drive On 


President R. R. Lounsbury of the 
Bankers National Life of Montclair, N. 
J. formally opened the anniversary 
drive in celebration of its 11th anni- 
versary. October is set aside as anni- 
versary month and a special gridiron 
contest has been arranged with many 
attractive anniversary prizes. Mr. 
Lounsbury announced to the field his 
Satisfaction at the splendid progress 
made and the satisfactory gain in both 
new business and volume in 1938 over 
the same period of 1937. In preparation 
for the drive, President Lounsbury and 
Agency Vice-president W. J. Sieger 
made a personal tour of the field, visit- 
ing all agencies. 


Northern Life’s Gains 


The Northern Life of London, Ont., 
will hold its next convention early in 
1940 at some place in the south. Its 
business for September was 30 percent 
better than the same period last year 
and the gain for both September and the 
year to date is much in advance of a 
year ago. F. C. Reeves, manager at 








Winnipeg, has had a splendid record in 
settled business and substantial gains 
in business in force. 





To Legal Reserve Plan 


The Pure Protection Life of Cleve- 
land, which operates on a stipulated 
premium plan and is making arrange- 
ments to go on the mutual legal re- 
serve basis, will hold a_ policyholders 
meeting Nov. 7 to vote on the sug- 
gested changes. The name it has 
selected for the reorganized company is 
the Great Lakes Life. No changes 
have been put into effect so far. Policy- 
holders were notified this week of the 
suggested change. 


INDUSTRIAL 


Metropolitan Coast 
Congress in Victoria 


Managers, assistant managers and 
leading agents of the Metropolitan Life 
from Oregon, Montana and Washing- 
ton attended a sales congress in Vic- 
toria, B. C. Including the wives of 
some of the delegates about 160 at- 
tended. Henry E. North vice-presi- 
dent, San Francisco, was in charge. 
British Columbia was not represented, 
as W. W. Macdonald, head of the Vic- 
toria branch, was on a holiday trip in 
Alaska. 














Prudential Advances Two 


The Prudential promoted two Buffalo, 
N. Y., men to superintendencies there 
and created a new district in the North 
Park section. L. C. Slesnick was ap- 
pointed superintendent of District 1, suc- 
ceeding W. H. Joyce, who retired after 
48 years with the company. Mr. Sles- 
nick has been special assistant in Dis- 
trict 1 for 14 years. M. L. Hopps, Ken- 
more, was appointed superintendent of 
the new North Park district, which em- 
braces part of the District 1. Mr. 
Hopps has been with the company seven 
years, recently assistant superintendent 
in Buffalo 1. 





T. S. Medlin, Travelers, has been 
elected president of the Little Rock Ex- 
change Club, succeeding §S. R. Cockrill, 
Aetna Life. 





General Chairman : 











NELSON A. WHITE 


Nelson A. White, publicity and adver- 
tising director of the Provident Mutual 
Life, is general chairman for the Life 
Advertisers Association convention to 
be held at Atlantic City this fall. - 
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ae 202, 000,00 


FAMILY-NEEDS FORECAST 
leads to prospects who 
can afford complete program 


The 


Ts UNIQUE Union Central sales plan 
can be used effectively with any type of 
prospect. But it strikes a most responsible 
chord with men of good income—business and 
professional men who can understand the real 
need for a complete program of protection, and 
who can afford to pay for it. 


The Family-needs Forecast gets the immediate 
interest of these substantial prospects, by giving 
them a really clear picture of their families’ 
seven vital needs—along with a precise diagram 
of what their present insurance could do to 
offset those needs. And the policies these men 
buy to fill the gaps stay sold . . . because the 
Forecast makes them so sharply aware of the 
absolute necessity of the added protection. 


The UNION CENTRAL LIFE Insurance Company! 


CINCINNATI, OHIO 
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LIFE AGENCY CHANGES 





Strong Lineup for 
Paul Clark Agency 


F. T. Bobst, C. B. Johnson, and C. 
W. Wyatt, who become general agents 
of the John Hancock Mutual Life in 
Boston to succeed Paul F. Clark, are 
all former associates of the Paul 
Clark agency, as are C. V. Strout and 
Corrine V. Loomis, named associate 
general agents. Edward Marsh will 
continue with the new organization as 
a general agent. 


New General Agents’ Careers 


Mr. Bobst was the first agent to sign 
a contract with the Clark agency in 
1921. He was born in San Francisco, 
was graduated from Dartmouth College 
in 1916 and spent 15 months overseas 
during the war. He is serving his sec- 
ond term on the executive committee of 
the Boston Life Underwriters Associa- 
tion. Mr. Johnson, who is a life mem- 
ber of the Million Dollar Round Table, 
has been with the Clark agency since 
1934. For eight years previously he 
was with ihe Equitable Society in Bos- 
ton. Mr. Wyatt was born in Newton, 
Mass., enlisted in the army two days 
after his graduation from Newton high 
school and spent one year overseas. 
Shortly after his return he joined the 
Clark agency, where he has had 15 
years’ consecutive weekly production. 
He is a C. L. U., past president of the 
Boston Life Underwriters Association 





and the Massachusetts association and 
is now national committeeman of the 
Boston association. 

Miss Loomis was born in Mexico, 
N. Y., is a graduate of Mount Holyoke 
and taught school before entering life 
insurance as manager of the women’s 
department of the Penn Mutual in Bos- 
ton in 1918. She went with the Clark 
agency as head of the women’s division 
in 1924 and was the first woman in the 
United States and the first person in 
the John Hancock organization to gain 
the C. L. U. designation. Her depart- 
ment has 24 full-time woman agents, 
the largest women’s unit in the country. 
She is a director of the National C. L. 
U. chapter, was national chairman of 
the women’s division of the National 
association 1935, and in 1936 founded 
the Women’s Quarter Million Dollar 
Round Table. Mr. Strout was born in 
Denver, attended Boston University 
and joined the John Hancock in 1912 as 
a home office clerk. He entered the 
Paul Clark agency in 1921 and in 1934 
became manager of the brokerage de- 
partment. He is secretary-treasurer of 
the Boston Supervisors Club. 


Occidental Appoints Two 


The Occidental Life has appointed 
two new general agents. Walter L. 
Closson Agency has been appointed 
general agent at Logansport, Ind. The 
agency was founded in 1878 by W. L. 
Closson, Sr. The business now is con- 
ducted by Francis M. Sebastian, who 
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has had 23 years experience and by Wal- 
ter L. Closson, Jr., son of the founder. 
Edward F. Eubanks has been named 
general agent at Bakersfield, Cal. 
which formerly was a part of the terri- 
tory of the Fresno agency. In 1914 he 
joined the Reliance Life in Florida, 
going to California with the company’s 
Stockton office. In 1928 he went with 
the Lincoln National Life at Sacramento 
and in 1933 with the New England Mu- 
tual Life at Fresno, where in 1936 he be- 
came afhliated with the Occidental. 


Columbian National's New 
Providence General Agent 


The Columbian National Life has ap- 
pointed Walker K Holm, Jr., gen- 
eral agent in Providence, R. I. He has 
had a wide experience in life insurance, 
having represented the Penn Mutual in 
Providence for 10 years. He comes 
from a well known life insurance fam- 
ily, his father having been in the busi- 
ness 36 years, 21 years as general agent 
of the Penn Mutual for Rhode Island. 
He is now associate general agent of 
that company. 

Mr. Holm was born in Newport, R. I. 
and has lived in Providence about 30 
years. He attended New Hampton 
preparatory school in New Hampshire 
and also Brown University. 

Joseph Schlossberg, for the past 10 
years Columbian National Life general 
agent, will continue as associate general 
agent, devoting his time to personal 
production. 

General Agent Holm has his head- 
quarters in the Industrial Trust build- 
ing. 


Hale Retires as Manager 


Homer J. Hale, manager of the Ca- 
nada Life’s Hamilton, Ont., branch, is 
retiring from active duties after 14 years 
with the company there. 

This unit always has been well up 
with the leaders in production for Ca- 
nadian business, being fourth in stand- 
ing for Canada and fifth in production 
for the continent. Mr. Hale expects 
to move to a more suitable climate in 
the south and his choice probably Los 
Angeles, Cal. 

Vernon Hale, associate manager for 
a number of years, will continue in 
charge of the agency as branch man- 
ager. 

He has been a member of the 
Canada Life’s Quarter Million Club 
ever since he joined the company in 
1925. He is a past president of the 
Hamilton Life Underwriters’ Associa- 
tion, and a director of the Life Under- 
writers’ Association of Canada. 


McAnally to Prudential 


R. W. McAnally, former manager of 
the life insurance department for Van 
Schaack & Co., has become assistant 
manager for the Prudential in Denver, 
under Glen A. McTaggert. He takes 
the place of Charles D. Jolly, who has 
been transferred to Oklahoma City. 


Frazer to Mutual Life 


R. M. Frazer, Prudential agent at 
Richmond, Va., for six years, has 
joined the Eldon D. Wilson agency of 
the Mutual Life of New York in Rich- 
mond. He will be assistant to the 
manager and supervisor of city agents. 


Bond Is Unit Manager 


E. L. Carson, Milwaukee agency man- 
ager Equitable Society, has appointed 
Le Roy F. Bond unit manager in the 
Milwaukee office. Mr. Bond has been 
in the business 12 years and is one of 
the leading producers in the Carson 
agency. He is first vice-president of the 
Milwaukee Association of Life Under- 
writers. M. F. Heiling will continue as 
a unit manager in the Carson agency as 
heretofore. 


T. C. Auld & Co. Named 


H. C. Lawrence, general agent Lin- 
coln National Life. Newark, has ap- 
pointed T. C. Auld & Co., Trenton, 








New General Agent 
at Harrisburg, Pa. 














CHARLES L. BITZER 


The Massachusetts Mutual has ap- 
pointed C. Bitzer general agent at 
Harrisburg, Pa., succeeding M. B. King, 
whose sudden death occurred recently. 

Born in Lancaster county, Mr. Bitzer 
attended Taylor Business School of 
Philadelphia and Temple University. 
He was later employed by the Victor 
Talking Machine Company and by Mid- 
vale Steel Corporation in Philadelphia. 

In 1922 he moved to Harrisburg and 
entered life insurance with the Massa- 
chusetts Mutual, being third among all 
its Pennsylvania representatives in 1937, 
and one of its 100 leaders. 

He was formally installed Tuesday 
at a luncheon attended by associates of 
the agency, officers of local underwrit- 
ers and civic organizations, and C. W. 
Hall, assistant director of agencies. 








district agents for Mercer county. Karl 
Brunner is supervisor of the life depart- 
ment. 


Burke Takes Partner 


N. W. Burke, for 26 years district 
agent Northwestern Mutual at Red 
Oak, Ia., has taken into partnership T. 
B. Lomas, with the Northwestern Mu- 
tual for the past four years in Council 
Bluffs, Ia. 


Kail General Agent 


H. H. Kail has joined Minnesota Mu- 
tual as Cleveland general agent. Lately 
he has_been supervisor for Connecticut 
General in Cleveland and before that 
was office manager and cashier for Con- 
necticut Mutual there. 


LIFE AGENCY NOTES 


A. S, Jessun, formerly superintendent 
of schools at Cheyenne, Wyo., has been 
appointed district agent there of the 
Penn Mutual Life. 

A district agency for the National Life 
Insurance Company of Vermont has 
been established in Savannah, Ga., by 
Cc. D. Pederson and Lowry Axler, with 
offices at 301 Blun building. 

B. D. Switzer, assistant cashier of the 
Des Moines agency of the Mutual Life 
of New York, has been named service 
representative there. His new work 
will deal with conservation of business. 

G. H. MacKenzie has been appointed 
manager of the Northern Life of Lon- 
don, Ont., in Vancouver. Ted McEwen 
has been appointed manager at New 
Westminster, B. C. 


Honor W. V. Power 


Vincent B. Coffin, vice-president and 
superintendent of agencies of the Connecti- 
cut Mutual Life, presided at a dinner in 
San Francisco in honor of William V. 
Powers, recently appointed general agent 
there. 


Perry Meek, agency supervisor of the 
Indianapolis office of the Penn Mutual, 
has been named head of the individual 
gifts division for the local community 
fund drive. 
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LIFE SALES MEETINGS 





Be 


Northwestern Mutual 
Plans Regionals 


Using the same theme, “The Road to 
Success if Known—Follow It!” that 
was used at the recent annual meeting 
of the Northwestern Mutual Associa- 
tion of Agents, western general agen- 
cies are preparing for their annual 
regional meetings to be held this month. 
The northwest agencies will meet at 
Spokane, Oct. 17-18, and the Califor- 
nia meeting will be at Los Angeles, 
Oct. 24-25. Programs will include a 
well balanced group of outstanding field 
men and home office speakers. The lat- 
ter will be Edmund Fitzgerald, vice- 
president; Grant L. Hill, director of 
agencies; H. R. Ricker, assistant sec- 
retary, and L. J. Evans, assistant direc- 
tor of agencies. 

At Spokane honor will be paid J. A. 
Reinhardt who retired in March as gen- 
eral agent there after 47 years of serv- 
ice with the Northwestern Mutual and 
was succeeded by John S. Reinhardt. 

W. K. Murphy, general agent at Los 
Angeles, will be host at the meeting 
there. 

Earle McCroskey Tacoma, Wash., 
Zone III chairman of the Northwestern 
Mutual District Agents Association, is 
planning special meetings for district 
agents at Spokane and Los Angeles at 
the time of the regional meetings. 

Enroute to the regional conferences, 
the home office contingent will stop at 
Denver Oct. 14 for a meeting of the 
general agencies of A. B. Ballah_ of 
Denver and Charles C. Guilford of Salt 
Lake City. 





Business Men’‘s Assurance 
Has Meeting at Salt Lake 


SALT LAKE CITY — Representa- 
tives of the Business Men’s Assurance 
from Utah, Idaho, Nevada and Wyo- 
ming held a sales meeting here with 
Manager Walter M. Jones in charge. 

Vice-president J. C. Higdon spoke on 
“The Challenge of These Modern 
Times,” and “B. M. A. and Its Service 
to Policyholders and Salesmen.” Greet- 
ings were extended by Commissioner 
Neslen. Lyman S. Wood, agent Bene- 
ficial Life, gave some of the high lights 
of the National Association of Life Un- 
derwriters’ convention at Houston, Tex. 
“Our Responsibility in Selling Life In- 
surance” was discussed by Nephi L. 
Morris, secretary-treasurer Pacific Na- 
tional Life. Manager Jones spoke on 
“Future Prospects in Our Territory.” 

Other speakers included Karl K. 
Krogue, W. P. Jerrell, manager Retail 
Credit Co., Elmer Wheeler, Dr. Clark 
Young, chief medical examiner, J. Web- 
ster Jones, cashier Salt Lake branch 
office. The sessions ended with a ban- 
quet. 


Lincoln National Life Has 
Michigan Agents’ Conference 


DETROIT—Michigan agents of the 
Lincoln National Life attended a con- 
ference arranged by John Ames, De- 
troit general agent. G. F. Lofthouse, 
Lofthouse general agency, welcomed 
the agents and A. L. Dern, vice-presi- 
dent and director of agencies, told of 
the company’s progress during the 
year. CC. E. Hodgman, Mutual Bene- 
fit producer, talked on better prospect- 
ing methods. J. P. Carroll, superin- 
tendent of agencies, answered a num- 
ber of questions in a “Professor Quiz” 
session. 

Frank T. McNally, general agent 
Massachusetts Mutual, Minneapolis, 
spoke at the luncheon on “The Orienta- 
tion of the Life Insurance Man.” 

Mr. Carroll and John Sandham, Cass 
City general agent, led a discussion on 
Prospecting; and John Ames and N. F. 
Parr, associate general agent, Grand 











Rapids, conducted a session on ap- 
proaches and presentations. 

A. G. Green, Grand Rapids general 
agent and Dan W. Harris, Toledo gen- 
eral agent, handled motivation and 
closing; J. M. Grace, southern Michi- 
gan general agent, and Mr. Dern con- 
ducted a session on “having confidence 
in yourself and your business” and Mr. 
Lofthouse and W. L. Plogsterth, direc- 
tor of field service, handled policy 
forms adapted to today’s needs. 

Other home office executives who at- 
tended the conference were Dr. W. E. 
Thornton, vice-president and medical 
director; S. C. Kattell, secretary and 
actuary and D. B. Semans, chief un- 
derwriter. 





Security Mutual Meet 


Thirty agents attended the annual 
agency convention of the Security Mu- 
tual Life of Nebraska at Ozark Beach. 
B. N. Woodson, Sales Research Bu- 
reau, spoke at two sessions. Mr. Wood- 
son discussed the technical side of sell- 
ing, the various means of maintaining 
morale and enthusiasm of agency forces 
and outlined several definite plans of 
selling. Round table discussions of 
agency and sales problems were held. 
President Byron Stephenson reported 
that the investment situation remained 
practically unchanged, but was in sat- 
isfactory condition. No movmeent of 
farm lands is reported, and none is ex- 
pected until crop conditions are re- 
stored to normal. Mr. Stephenson said 
that interest earnings showed a slight 
increase. 





Conference at Greensboro 


GREENSBORO, N. C.—The North 
Carolina agency of the Massachusetts 
Mutual Life held a two-day educational 
conference. James A. Marchese of the 
home office, gave several lectures and 
led the clinic discussions on arranging 
insurance to give the most protection 
to beneficiaries. Robert T. Bridges 
talked of advertising; E. M. Yoder, Me- 
bane, on the programming of life in- 
surance, and Alvin T. Haley, general 
agent for North Carolina, presided. 





Six General Agents’ Rallies 


Six regional general agents’ meetings 
of the Massachusetts Mutual Life were 
held this week at each of which the 
home office was represented by a dele- 
gation of officials. New agency de- 
velopment plans were discussed. The 
meetings were in Boston, Philadelphia, 


Atlanta, Chicago, Kansas City and 
‘Cleveland. 
E. W. Hughes, Chicago general 


agent, was chairman of a Chicago con- 
ference which was devoted to a discus- 
sion of ways and means of improving 
production the last quarter of the year 
and operation of various policy con- 
tracts. General agents attending were: 
John Dingle, Chicago; Kenneth Wil- 
liamson, and Clarence Reuling, Peoria; 
Arch Houle, St. Paul; F. T. McNally, 
Minneapolis; Jack Shambeau, Duluth; 
Arthur Butzen, Milwaukee; C. S. Jones, 
Battle Creek; D. H. Treleven, Grand 
Rapids; Whitney Stoddard, South 
Bend; E. L. Smith, Indianapolis; Carl 
Le Buhn, Davenport, and C. C. Covalt, 
Mattoon. 


Masterson Agency Rally 


The William H. Masterson agency of 
the Equitable Society in Newark held 
a three-day educational conference at 
Greenwood Lake, N. Y. 

Speakers were: R. I. Seeley, “Salary 
Savings”; Leroy Goldman, “Prospect- 
ing”; Justin Warbasse, “Our Equitable”; 
J. H. Jackson, “Time Control”; H. E. 
Bru, “App a Week”; R. S. Knowles, 
“Business Insurance,” and G. W. De- 
vitt, “Mental Attitude.” The guest 
speaker was Paul DeF. Hickas, assist- 
ant superintendent of the group depart- 
ment at the home office. 

The agency is holding a football con- 





test. Winners in the first quarter will 
witness the game between West Point 
and Boston University. The contest 
will continue until ‘the close of the year 
and each quarter the winners will wit- 
ness a major football contest. 





Tucker Agency Conference 


WAUSAU, WIS.—C. C. Tucker, 
general agent here for the Central Life 
of Iowa, held a sales meeting here for 
about 25 agents. Fred Lundin of the 
home office staff led the discussions. A 
dinner concluded the meeting. 


Red Oak District Meet 


Thirty southwest Iowa agents of the 
Northwestern Mutual Life attended a 
meeting at Red Oak, Ia. J. J. Hughes, 
Des Moines general agent, was in 
charge. Clifford Garrett, general agent 
at Peoria, Ill, formerly of Sioux City, 
Ia., was in attendance. T. B. Lomas 
and N. B. Burke are Red Oak district 
agents. 


Meet at Muscatine 


About 25 agents of the Northwestern 
Mutual Life attended a meeting at Mus- 
catine, Ia., guests of the J. H. Copeland 
agency. James Lardner, district agent 











Rock Island, Ill, and George Rudiger, 
district agent Washington, Ia. gave 
sales demonstrations. Mr. Copeland, 
who is general agent for eastern Iowa 
and parts of western Illinois, summar- 
ized the points made during the demon- 
strations. J. A. Davidson, Muscatine, 
was host at the dinner session. 


To Meet in Miami 


The production clubs of the General 
American Life wili hold their next 
meetings at the Hollywood Beach Ho- 
tel in Miami, Fla., on Jan. 4-6. The 
production period closes on Nov. 30, 
while the renewal persistency require- 
ments will apply to business written 
and paid for between June 1, 1936, and 
June 30, 1937, inclusive. 





The General American Life has 
designated October as “President’s 
Month.” 





Honor Wachtel, Linder 


In recognition of their production 
records for the year, which placed them 
among the company’s 10 leaders for the 
year, Dr. J. B. Wachtel and Charles 
F, Linder were given special honor at 
the meeting of the Oklahoma agency of 
the Pacific Mutual Life in Oklahoma 
City, Oct. 1. The annual sales contest 
between Oklahoma and. West Virginia 
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The first step in our carefully charted 
agency program provides a Home Office 
School of Instruction for beginners. 


We recognize new agency material must 
come from other vocations. 
the average man know about life insur- 
ance? Should he be expected to succeed 
in this business with less preparation than 
provided in other lines of business? 


Our Home Office School covers a compre- 
hensive course. It is taught by men with 
successful records in the field. The plan 
for school attendance is unique. 


Our experience shows schooling doubles 
the new man’s chances for staying in the 
business. Also, his first year’s production 
is nearly twice that of men without school 


GUARANTEE MUTUAL LIFE COMPANY 


OMAHA, NEBRASKA 


ORGANIZED 1901 


Licensed in Twenty-one States 





What does 














lo 


FkeNATIONAL 


October 7, 1938 








ACTUARIES HT 





Barrett N. Coates Cari E. Herfurth | 


COATES & HERFURTH | 


CONSULTING ACTUARIES 


S32 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


























DISTRICT OF COLUMBIA 
Speciality, Jucome Taxes of Insurence 
Compomecs 
WILLIAM W. CHAMBREAU 
Consulting Actwary and Tax Consultant 


Orgenisetion, Menagement, Tas Service 
Ievestment Bldg. Washingten, D. C. 











agencies was launched. C. C. Day is 


general agent. 


New York Life Meet 


About 35 northwestern Ohio agents 
of the New York Life attended a sales 
congress held in Toledo, where speak- 
ers included Richard C. Mueller, Del- 
phos, O., and William B. Gardiner, Toledo, 
who rota on the company’s club 
conferences in French Lick, Ind. and 
Swampscott, Mass. Other speakers 
were C. C. Cunningham, Lester J]. Har- 


ding, and C. M. Montooth. 
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Three merchants” credit bureaus 
territory have gone to- 
a cooperative basis to furnish 
inspection reports. These are 
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Joint Meeting 
Held in Indianapolis 
by the Life People 


INDIANAPOLIS—Pointing out that 
common stock ownership carries with 


it the responsibilities and the risks as ' 


well as the benefits of an owner rather 


| than the rights of a creditor such as are 
} inherent in the ownership of bonds, Dr. 
SEATTLE—Washington, British Co- | 
i of | i 
} ington, 


Sauvain, associate professor of 
in Indiana University, Bloom- 
Ind.. addressed the joint meet- 
ing of the Indianapolis Association of 
Lite Underwriters and the C.L.U. 
“There are persons for whom com- 


Se 
finance 


should be in a position 


} to assume the risks and responsibilities 
i of common stock ownership,” 
| Sauvain. 
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invest- 
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insurance. 
vestor who is not insurable may build 
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gram upon annuities or ott 
servative investments.” 
H. A. Luckey, 
man, and E. A. 
National C.L.U.. 
tional convention at 
Luckey reviewed legislative and public 
relations features, and Mr. Krueger 
summarized the educational and gen- 
sessions the convention. 
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seven men who completed 
day examinations in 1938. 
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professional ' m 


; conduct to the graduates on behalf of 
‘the American College of Life Under- 
writers. Those who received diplomas 
are W. L. Appel, Wendell Barrett. R. 
I. Blakeman, C. F. Davis, Finck Dor- 
man, A. R. Madison and F. A. Milk 


Michigan Plans for 
Association Year 
Made at Detroit 


DETROIT — The formation of a 
Michigan Producers’ Round Table after 
the fashion of the Million Dollar Ro 
Table but with a much lower prod 
tion standard for membership, was 
proved as a project of the Michig 
State Association of Life Underwriters 
at a conference of officers, directors an: 
local association officials held here wit! 
President Jack Rabinovitch, Northwest- 
ern Mutual, Flint, presiding. Round ta 
ble members will hold periodic meeti 
} to exchange ideas and views. 

Formation of a speakers’ bureau to 
| supply coordinated talks by outstanding 
agents and company executives to local 
| associations was also approved. Seth W. 
Ryan, Penn Mutual, is chairman. 

J. H. Kennedy, Equitable Society, 
presi ident of Qualified Life Underw 
ers, Detroit, declared that one of t! 
primary functions of the state associa- 
tion sh ould be to guard against adverse 
legislation and to maintain Raison with 
ithe state department. Members should 
get acquainted with candidates for office 
jane acquaint them with life imsurance 

problems and objectives. 
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ers’ time might be obtained. Prominent. 
speakers visiting Michigan can be per- 
suaded to make several talks if dates 
can be arranged to coincide with their 
free time. 

The sponsoring of educational work 
of a fundamental character with partic- 
ular reference to training of new men in 
the business and building up their effi- 
ciency, was suggested by Mr. Kennedy. 
Such work can be carried on inexpen- 
sively by an association for the collec- 
tive ‘benefits of the agencies whereas it 
is very expensive to do it individually 
in each agency. 


To Hold Managers’ Conference 


President Rabinovitch recommended 
that a managers’ congress, similar to 
that of last year, be held in Detroit in 
November. C. R. Eckert, general agent 
Northwestern Mutual and president of 
the Associated Life General Agents & 
Managers, will be chairman. 

A spring convention with a_ strong 
program assuring a good attendance is 
planned. An association bulletin was 
favored. 

H. H. Irwin, Massachusetts Mutual, 
Ann Arbor, instructor of the University 
of Michigan’s life insurance course, 
pointed out the need for more public 
education to counteract the “pure pro- 
tection” theory and to refute the scur- 
rilous attacks on legal reserve life in- 
surance. 


To Supply Linton Book 


It was the consensus that something 
should be done to supply sound books 
on life insurance to school and public 
libraries. Nathaniel Reese, general 
agent Provident Mutual Life, volun- 
teered to supply a number of volumes 
of M. A. Linton’s excellent work on life 
insurance for distribution to libraries if 
the association will undertake the distri- 
bution. “President Rabinovitch agreed. 

C. A. Macauley, state agent John 
Hancock and founder of the life under- 
writers’ council, spoke on public rela- 
tions and deplored the isolation of the 
insurance field forces from civic affairs. 
Every underwriter, he said, should con- 
tribute some of his time to civic proj- 
ects for his own good as well as for the 
good of the institution of which he is a 
part. 

H. B. Thompson, secretary-treasurer, 
asserted that if underwriters hope to 
have the true picture of life ins irance 
presented to the public effectively, fa- 
vorable relations with the press are 
vitally important. 


Training Stressed 
at Detroit Meet 


DETROIT—The importance of bet- 
ter training for sales work in the life 
insurance field was stressed by G. 
Howard Ferguson, president of the 
Crown Life of Toronto at the first fall 
meeting of the Detroit Qualified Life 
Underwriters. 

Education is training to make one 
better capable of doing his work effi- 
ciently and satisfactorily. Life insur- 
ance has-long been outstanding for the 
quality of its training work, yet much 
still remains to be done in this field, 
asserted Mr. Ferguson. 

President J. H. Kennedy announced 
the appointment of John L. Hindelang, 
George H. Beach Co., and Robert W. 
Turner, Connecticut Mutual Life, to the 
underwriters council, liaison organization 
between the insurance field and the 
state insurance department. 

Paul C. Sanborn, Boston general 
agent of the Connecticut Mutual ahd 
chairman of the Million Dollar Round 
Table, will speak at the Oct. 20 meet- 
ing. 

President Kennedy outlined the ac- 
tivities at the national convention in 
Houston. 


Wausau Gets State Meet 
WAUSAU, WIS.—The Wisconsin 





State Association ‘of Life Underwriters 
will hold its 1939 convention and sales 
congress ‘here next June. 


At a meet- 





ing here of Marathon county life under- 
writers under the auspices of the local 
association, plans for the state meeting 
were outlined. N. P. Beck, president 
Wausau association, was named general 
convention chairman, and G. R. Ben- 
nett co-chairman. Both are directors 
of the state association. 





Little Rock, Ark.—Osborne Bethea, 
Penn Mutual, New York, who formerly 
worked in Arkansas and the surrounding 
states, compared conditions in life in 
surance selling in Arkansas with those 
in the metropolitan cities. 

Dr. B. E. Wyatt, educational counsel- 
lor of the American College, was in 
charge of a conference of those inter- 
ested in the C. L. U. movement, follow- 
ing the meeting. 


New Haven, Conn. John Marshall 
Holcombe, Jr., manager the Life Insur- 
ance Sales Research Bureau, and S. T. 
Whatley, Aetna Life vice-president, both 
directors of the American College, were 
guest speakers. Diplomas were awarded 
to C. L. U. graduates by Prof. J. B. Wil- 
liams, director of the educational ad- 
visory department of the American Col- 
lege. A. F. Stolz, president of the Hart- 
ford C. L. U. chapter, was toastmaster. 





Monroe, La.—A new association has 
been organized with 20 charter members. 
The following officers were elected: A. N. 
Robinson, Aetna Life, president; C. S. 
Walker, Life & Casualty, vice-president, 
and Mark Willenzek, Union Central, sec- 
retary-treasurer. Henry A. O’Neal of the 
Mutual Life, president of the Shreveport 
chamber of commerce, was the principal 
speaker. State President L. E. Throg- 
morton and W. F. Woods of the Pruden- 
tial in Shreveport assisted in the or- 
ganization. 


Boston—On Oct. 13 Irvin Bendiner, 
New York Life, Philadelphia, will de- 
liver his talk on “Principles for Han- 
dling Business Insurance Cases” given 
at the recent convention of the National 
association, 


Northern New Jersey—Lester A. Rosen, 
Union Central Life, New York City, will 
speak at the luncheon-meeting in New- 
ark, Oct. 10. He was a speaker at the 
Houston convention of the National as- 
sociation, 


Chicago — Executive Vice-president 
W. W. Jaeger of the Bankers Life of 
Iowa, who is its director of agencies, 
will speak Wednesday noon on “Looking 
Ahead.” 


Milwaukee—New officers elected in 
June were installed at the first fall meet- 
ing. W. F. Breidster, Kansas City Life, 
president, and Kenneth Jacobs, Jr., Con- 
necticut Mutual, national committeeman, 
reported on the Houston convention. An 
insurance play, “Two Men at 60,” was 
presented by a cast of Old Line Life 
agents.. On Oct. 10 the association has 
arranged for a short school devoted to 
simplified program selling conducted by 
A. M. Anderson. 


St. Paul—A. DB. N. Gray, assistant sec- 
retary Prudential, will address a joint 
meeting here Oct. 7 of the St. Paul and 
Minneapolis associations. 

On Oct. 14, Dr. B. E. Wyatt of the 
American College of Life Underwriters 
will confer C. L. U. degrees on Ralph 
Pinneo, Penn Mutual Life, Duluth, and 
Byron Hannay, Equitable Society, Min- 
neapolis, 





Jackson, Miss.—A course leading to 
the C. L. U. designation is being offered 
by the vocational department of the 
Jackson public schools, sponsored by the 
Jackson association. It began last year 
and now has enrollment of 35. Prof. 
Paul Ramsey is in charge of the school. 
A series of lectures is being given this 
month by A. E. Babbitt of the Lamar 
Life. 


Louisville—At the first fall meeting 
Chester O. Fischer, vice-president in 
charge of agencies, Massachusetts Mu- 
tual Life, spoke. 


South Dakota—Louis Kelehan, Des 
Moines, state agent State Farm Life, will 
speak at the convention in Sioux Falls 
Oct. 7-8 on “Motivating Life Insurance.” 


Grand Rapids, Mich.—At the opening 
fall session Arthur P. Johnson, manager 
Great West Life at Detroit, spoke. 


San Francisco—The annual meeting of 
the Quarter Million Round Table will 








Being Honored 








J. J. MORIARTY 


The American Mutual Life announces 
a two months Christmas celebration 
starting Oct. 1. The special effort the 
first week commemorates the birthday 
anniversary Oct. 3 and the first anni- 
versary of Agency Vice-president J. J. 
Moriarty with the company. He started 
with the American Mutual Oct. 6 a 
year ago. He has been ill for two 
weeks with a severe cold contracted at 
the National Association of Life Un- 
derwriters convention at Houston. 








be held Oct. 28. Changes in the dues 
setup and in the annual meeting date 
will be considered. 

The first general meeting will be held 
Oct. 10. Principal speakers will be J. C. 
Behan, vice-president Massachusetts 
Mutual Life, and John W. Yates, Cali- 
fornia general agent. President V. T. 
Motschenbacher will speak on ‘Associa- 
tion Responsibilities.” 


Portland, Ore. — The Aetna Life’s 
“Word Magic,” motion picture, was the 
main attraction at the fall kickoff din- 
ner. 


Kansas—Clayton Mammel, chairman 
membership committee home office gen- 
eral agent of the Farmers & Bankers, 
has written every licensed underwriter 
in Kansas soliciting association mem- 
berships. 


Richmond, Va.—At the first fall lunch- 
eon-meeting, Neil D. Sills, manager at 
Richmond for the Sun Life of Canada 
and a former national president, gave 
some high lights of the Houston conven- 
tion. 


Virginia—A training conference was 
held in Richmond directed by President 
Lewis I. Held. Officers participated in a 
panel discussion of questions pertaining 
to their respective duties and functions. 


Filing Pennsylvania Riders 
Commissioner Hunt of Pennsylvania 
has notified companies that complete in- 
formation must be furnished when sub- 
mitting forms for departmental approval. 
The so-called open face endorsement 
will not be approved except where it is 
intended for making necessary changes, | 
as correcting the name of the insured, ' 
his address, etc. If it is to be used for | 
any other purpose which would not) 
warrant printing of a special endorse- 
ment, approval would be considered, ' 
provided the endorsement is submitted, | 
completely filled in as it will be used. 
The department will not consider for 
approval a form which has_ been 
amended by typewritten or ink inser- 
tions or typewritten or ink deletions., 
Alterations and amendments are to be. 
only by printed, mimeographed, or mul- | 
tigraphed endorsements. The Pennsyl-' 
vania department has now shifted the; 
policy division from Harrisburg to the) 
Keystone building, Philadelphia. | 
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WITH COMMONWEALTH’S 


NEW CORDIAL COOPERATION 


PLAN YOU, TOO, CAN GET 
INTO THE Lig Sales 


GROUP OF INSURANCE 


Men 


When the office pep talk is over 
—you are left to shift for pros- 
pects without further help from 
anybody. Prospects don’t jump 
out of side streets at you, waving 
money in one hand and holding 
a pen in the other, ready to sign 
on the dotted line. And they 
never will, but Commonwealth 
is launching its new campaign. 
“Opening Bigger Profit Making 
Doors For You.” to help its sales- 
men each working day—all day 
long. It will increase your sales, 
too, if you are interested in be- 
coming a Commonwealth agent. 
* For full details about how to be- 
come a Commonwealth agent 
and cash-in on this sales plan, 

write to 

WALTER S. SCHNEITER 
AGENCY SECRETARY 





COMMONWEALTH 


LIFE INSURANCE COMPANY 


HOME OFFICE - LOUISVILLE, KENTUCKY 
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News AsBoutT LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Makes Changes in 
Policy Options and 
Interest Rate 


One of the first life companies to take 
action in revising its policies in regard 
to the settlement options and interest 
basis is the Northwestern Mutual Life. 
Most of the companies, it is understood, 
will make such a change by Jan. 1. 

The Northwestern Mutual announced 
to agents that dividends accumulating 
at interest will be credited with interest 
of not less than 2% percent; rate of 
interest on proceeds left with the com- 
pany is at the minimum rate of $2.06 
per $1,000; the minimum instalments 
tabulated under option “B” in revised 
forms are calculated at 2%4 percent; in- 
stalments tabulated under option “C” 
have been recalculated on the same ba- 
sis as the company’s life annuity rates 
of July 15, except there is no loading 
for commissions or expenses, and the 
same applies to option “E”; option “D,” 
similar to options “A” and “B,” is 
placed on the basis of a minimum 2% 
percent credit. 

In addition the Northwestern Mutual 
in its new series of policies revised the 
interest rate on policy loans and auto- 
matic premium loans from 6 percent to 
5 percent, payable at the end of the 
year as heretofore, in compliance with 
New York law, effective Jan. 1. 

The changing of instalments under 
option “B” is a consequence of reduced 
interest on investments, Percy H. 
Evans, vice-president and actuary, 
states, coupled with the fact that the 
mortality rate of beneficiaries of life in- 
come settlements involving a mortality 
factor has been found to be far below 
the expected mortality upon which the 
old values were based. The option 
changes were the result of diminishing 
interest yield on investments. 


Occidental Life in 
Changes of Policy 
Rates and Values 


Changes in rates, values and limits 
in a number of forms have been made 
by the Occidental Life of Los Angeles 
in its new rate book, effective Nov. 5. 
Rates on all plans, including single pre- 
mium, have been increased. Rates on 
ordinary life commercial and converted, 
and on 20-payment forms remain un- 
changed except on the latter slight in- 
creases occur at ages 31-39, inclusive, 
maximum increase being 30 cents at age 
35. Rates for modified whole life were 
increased, the rise at issue age 25 
amounting to 25 cents and at age 50, 
31 cents. 

Rates were reduced on ordinary life 
and 20 payment life joint plans, and on 
20 year endowment rates were increased 
at younger ages and decreased at older 
ages. Nonforfeiture values were revised 
on ordinary life, 20 pay life and 20 year 
endowment joint plans, the new values 
generally being lower than the old due 
to reduction in premiums, except for 
early policy years on older ages at is- 
sue. Premium rates for term insurance 
on two joint lives were increased rang- 
ing from 25 cents rise per thousand for 
ages up to 45, grading down to no in- 
crease for ages 50 and over. No changes 
were made in the rates for three joint 
lives. 

Rates on annual renewable term and 
on convertible term plans, five, ten, 15 
and _20 year periods, were increased, 
ranging from 25 cents to 31 cents per 





thousand at younger ages and some- 
what less after age 45. Rates were un- 
changed on ten year renewable and 
convertible term plans and also the 
mortgage protection policy, and the 
rates and values remain unchanged on 
the term to age 70 plan. 

On ordinary life endowment at 85, 
the increases per thousand amount to 
64 cents at age 25, 59 cents age 35, 50 
cents age 45, 35 cents age 55; 20 pay 
endowment at age 85, 68 cents at age 25, 
80 cents at age 35, 97 cents at age 45, 
$1.27 at age 55; 20 year endowment, 99 
cents age 25, 98 cents age 35, 95 cents 
age 45, 45 cents age 55. 


Maturity Values Increased 


Maturity values of the endowment 
life income forms were increased _ be- 
cause of lower interest earning and in- 
creased vitality among annuitants. 
Change in rates on the endowment life 
income forms also were made, at age 
35 these increases per thousand being: 
life income at 65, $2.60; at age 60, $4.20; 
at 55, $5.48; at 50, $6.82; twenty pay 
endowment life income at 65, $3.12; 20 
pay endowment life income at 60, $4.74. 
For female lives monthly life income per 
thousand was increased from $9 to $9.30 
at age 50, $9.20 age 55, $9.15 age 60 
and 65. The period of monthly income 
certain for women now is 110 months. 


Juvenile Forms Modified 


Rates for coupon savings policies 
were increased by the same amount as 
on ordinary life endowment at age 85, 
coupons remaining unchanged. Rates 
for educational endowments were in- 
creased slightly. No changes were 
made in rates and dividends on ordi- 
nary life preferred risk participating, 
nor were changes made in juvenile 20- 
pay endowment at age 85. Juvenile 20 
year endowment rates were increased 
approximately 95 cents per thousand. 

A new five-year convertible, renew- 
able term was added, renewal privilege 
no longer being available on the five- 
year convertible term. 

Minimum limits established were: 
$2,500—ordinary life commercial, 20-pay 
life commercial, modified whole life, ten, 
15 and 20-year convertible term, five- 
year renewable convertible term, term 
to age 70, mortgage protection, ordi- 
nary life preferred risk participating, 
endowment life income at age 65 partic- 
ipating and ten-year convertible term 
participating; $5,000, five-year converti- 
ble term and annual renewable conver- 
tible term. 


New Provisions in 
Mutual Life, N. Y. 


Forms Announced 


NEW YORK — The Mutual Life of 
New York has released a summary of 
the new provisions and other changes 
on its new policy forms which become 
effective Jan. 1, 1939. It includes the 
following points: 

1. Policy loan interest rate: 
to 5 percent. 

2. Modes of settlement (1), (2) and 
(4): Guaranteed rate reduced to 2% 
percent with participation. 

8. Modes of settlement (3): Amount 
of installment payment will be reduced 
due to the reduction in guaranteed rate 
for the period certain and the new basis 
for annuity considerations which became 
effective July 1, 1938. 

4. Mode of settlement (5): 102 percent 
of amount purchasable at rates in use 
when settlement begins for immediate, 
refund, or joint and survivor annuity. 

5. Dividend deposits: 2% percent in- 
terest with participation. 

6. Incontestability: After two years. 

7. Endowment annuity policy: In- 


Reduced 





crease in premium rate due to changes 
in policy provisions. (Further advice to 
follow.) 

8. Retirement income contract: In- 
crease in premium rate. (Further ad- 
vice to follow.) 

9. Family protection policy: Increase 
in amount of term insurance required for 
each $10 of monthly income, due to re- 
duction in guaranteed rate. (Further 
advice to follow.) 


10. Juvenile life: Outside of New 





York state we shall continue to issue on 


‘present basis of $2,500 ultimate amount 


(existing insurance in this or other com. 
panies with amount applied for not to 
exceed $2,500). 

In New York state, to comply with the 
new law, the maximum ultimate amount 
will be $1,000. (Further advice to fo]. 
low.) 

11. 
continued 
life income. 


The following policies will be dis- 
(a) Joint endowment. (pb) 








VIEWED FROM NEw YORK 





OTT AGENCY’S RECORD 


The A. V. Ott agency of the Equit- 
able Society in New York City reports 
the largest paid September in its his- 
tory. There was a 100 percent increase 
in paid business over the similar month 
last year. 


SURVEY LAUDS LIFE CARRIERS 


Readers of daily newspapers were re- 
minded of the remarkable depression 
record of life insurance this week when 
the Twentieth Century Fund’s commit- 
tee on debt adjustments released the re- 
sults of its research on credit institu- 
tions. It found that the life companies 
came through the depression with less 
disturbance than any other important 
type of private credit institution. Find- 
ings were based on a three-year study. 
Recommendations are expected on a 
course of public action to strengthen 
the nation’s debt machinery and help 
stave off depression difficulties of credi- 
tors and debtors. The report analyzes 
life company investments from 1929 on. 


MYRICK AHEAD IN SEPTEMBER 


Paid business of the J. S. Myrick of- 
fice of the Mutual Life in New York 
City in September was $1,247,045 as 
against $1,201,049 for September 1937. 
For the year to date paid business 
amounted to $13,918,449 as against $19,- 
494,239. 

The Myrick agency will begin its fall 
training course Oct. 10. The course 
will continue for eight sessions, ending 
Oct. 28. Meetings begin at 4:45 and 
last an hour. 


INSURANCE WOMEN’S PROGRAM 


The League of Insurance Women in 
New York, of which Kathryn Ford is 
president, has announced its campaign 
of talks for the year. The meetings 
are held at the Women’s City Club. 
Charlotte King is secretary; Marian 
Ives, treasurer; Violet Shannon, chair- 
man of the board. Dorothy S. Briggs 
heads the program committee; Helen 
Wolfsohn, public relations; Gertrude 
Brandwein, membership; Lillian  L. 
Joseph, finance; M. M. Losano, hospi- 
tality; Winifred McLaughlin, legisla- 
tion. The next meeting will be ad- 
dressed by Griffin M. Lovelace, vice- 
president of the New York Life, Oct. 
14. Other meetings are: 

Nov. 4, Mildred F. Stone, C. L. U., 


chairman, topic—How to Build Pres- 


tige; Nov. 18, Marie Foulkes, Bertha 
Loheed, chairmen, topic—How to Find 
the Buyers of Today; Dec. 9, Leonora 
B. Licht, chairman, topic—Policyholder 
Service that Pays. 

The program committee consists of 
Katherine M. Buckley, Mildred F. 
Stone, Dorothy S. Briggs, chairman. 


WOFFORD SAW WAR THREAT 


H. L. Wofford, manager Prudential, 
New York City, has just returned from 
Europe after having been in some ex- 
citing spots at the exciting times. He 
and Mrs. Wofford were standing in 
front of No. 10 Downing street at the 
moment when Prime Minister Cham- 
berlain was announcing his decision to 
fly to confer with Hitler. Downing 
street itself was blocked at each end 
by the police but the Woffords got to 
talking with a Britisher who turned out 
to be a member of the stock exchange 
and his influence got them past the bob- 
by. Mr. Wofford took motion pictures 


By R. B. MITCHELL 








of the United States Ambassador J. P. 
Kennedy and the Japanese ambassador 
arriving at No. 10 Downing street. 

A few days later their trip took them 
to Holland. When Godesberg came into 
the news, Mr. Wofford realized that 
it was only a short distance away so 
they went to Godesberg and were there 
during the first day of the conferences 
between Hitler and Prime Minister 
Chamberlain. 

_ The Woffords were also in Paris dur- 
ing the dramatic and tense days of the 
mobilization. 


SURPRISE LUNCHEON FOR KEE 


Manager W. H. Kee of the Mutual 
Life in Brooklyn was honored at a sur- 
prise luncheon by a number of his as- 
sociates in the agency on his fourth 
anniversary as manager. Brief talks 
were made by Morris Largeman, branch 
manager Williamsburgh; Joseph Kunk- 
en, district manager Hempstead; Max 
Haas, district manager Jamaica; Walter 
Luce, district manager Riverhead; C. E. 
Haas, educational director; Stanley Bon- 
ner, agency organizer; Victor Duncan, 
cashier; B. A. Haas, supervising assist- 
ant; Maurice Wickner, and Joshua 
Sroog. 

A testimonial drive for new business 
is being conducted in Mr. Kee’s honor 
this month. 


C. L. McMILLEN IS ILL 


C. L. McMillen, general agent North- 
western Mutual Life, New York City, 
is seriously ill in the French Hospital, 
New York City. He was reported to 
be on better the middle of this 
week. 


LAUER ANNIVERSARY 


Two Continental American officials— 
W. M. Rothaermel, agency vice-presi- 
dent, and D. E. Jones, vice-president 
and secretary—were dinner guests of 

. Lauer and Sam B. Sapirstein 
in New York City. “Matt” Lauer and 
Sam Sapirstein joined Continental 
American six years ago and built up the 
agency at 10 East 40 St., New York, 
that led the company in 1937. The 
meeting was for the purpose of laying 
plans for a sixth anniversary celebra- 
tion during the rest of October to coin- 
cide with Continental American's 
“Founders Month” campaign. 


CERF SPEAKS ON RADIO 


L. A. Cerf, Jr., president New York 
City Life Underwriters Association and 
manager Fidelity Mutual, spoke on 
“The American Way in Life Insurance 
in a radio address under the auspices 
of the Minute Men of America. Later 
he gave the same address at a meeting 
of the organization in New York City. 

Citing the depression record of life 
insurance and the institution’s expansion 
to meet the needs of the country, Mr. 
Cerf said that it is most fitting that the 
people should give close study to the 
furthering of life insurance’s develop- 
ment. ; 

“Every man wants to feel that he 1 
independent, that he is confident to take 
the necessary steps to protect his fam- 
ily, his business and himself,” Mr. Cerf 
pointed out. This he can do through 
the voluntary purchase of life insurance. 
There is a great difference between s¢#- 
sustaining independence and social se- 
curity insurance. Through independent 
life insurance the individual is free to 
set a value on his life and his expect 
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ancy. He realizes that he must make 
sacrifices to meet the payments of his 
premium. This he is ready to do as a 
man who plans his career. He is 
spurred on to place a maximum value 
on himself and not be satisfied with a 
minimum of security. 

“During the last eight years of busi- 
ness depression it has been the life in- 
surance owners who have ridden the 
storm. They have been able to borrow 
on their policies. They have been con- 
scious at all times that they and their 
dependents had something to fall back 
on in an emergency. This is the 
American way.” 


SEPTEMBER FIGURES 


The C. B. Knight agency of the Un- 
ion Central Life in New York City had 
a September paid business of $957,063 
as against $1,102,715 a year ago. The 
nine months total is $12,277,797 as 
against $15,100,687. 

The C. E. DeLong Agency of the 
Mutual Benefit Life in New York City 
reports paid business for September as 
$1,179,650 as against $884,550 a year 
ago. For the nine months the figure 
is $10,929,228 as against $9,698,100, an 
increase of about 13 percent. This gain 
was made despite a slight drop in 
brokerage volume for the year to date. 





EUBANK BACK FROM CRUISE 


Gerald A. Eubank, manager Pruden- 
tial New York City, has returned to 
New York after a month’s absence on 
active duty as a lieutenant-commander 
in the naval reserve. His period of 
service took him through the Panama 
Canal and to San Diego aboard the de- 
stroyer “Dunlap,” on which Mr. Eu- 
bank acted as disbursing officer. He 
said that it is impossible to realize the 
efficiency and freedom from politics 
that characterizes the Navy unless one 
sees it from the inside and that his ex- 
perience gave him a new faith in the 
government. 


May Wind Up Peoria 
Life Receivership 


PEORIA, ILL.—Circuit Judge Daily, 
at a court hearing here, agreed with 
George Z. Barnes, attorney for the Al- 
liance Life, that the time has come to 
end the receivership of the Peoria Life. 

“Forty thousand policyholders want 
the receivership ended,” Mr. Barnes told 
the court. “The Alliance Life wants it 
ended, and is going to demand that it 
be ended.” 

The court entered an order in agree- 
ment to facilitate the matter by directing 
that certain claims of former officers of 
the Peoria Life against the receiver and 
the Alliance Life, which reinsured the 
Peoria Life business, shall be separated 
from the receivership proceeding and 
made a separate case. Thus the hearing 
on the claims need not hinder termina- 
tion of the receivership. 





HARRY WRIGHT'S DINNER 


Harry T. Wright, Equitable Society, 
hicago, secretary of the National As- 
Sociation of Life Underwriters and for- 
mer national chairman of the member- 
Ship committee, entertained a small 
group of present and past officers of the 
Chicago association at a dinner at the 
Sherman Hotel this week. Included in 
the group were those primarily respon- 
_ for the record membership estab- 
ished by the association a few months 
ago. Those present drank a toast from 
~ Charles Jerome Edwards cup, mem- 
ership trophy presented to the Chi- 
ago association by the national body. 














BARROW, WADE, GUTHRIE & CO. 


(Established 1883) 
CERTIFIED PUBLIC ACCOUNTANTS 


Members of The American Institute of Accountants 
120 Broadway, New York City 


Offices in the principal cities of the-United-States and Canada 


AGENCY MANAGEMENT 





Van Stralen Gets Gavel 
at San Francisco Meet 


SAN FRANCISCO—Chairman F. J. 
Van Stralen, manager Massachusetts 
Mutual Life at San Francisco, was pre- 
sented with a silver mounted gavel by 
the General Agents & Managers asso- 
ciation at a meeting. Paul Webber, 
Lincoln National Life, made the pres- 
entation. 

Reports were given by Harry V. 


Montgomery, general agent of the 
State Mutual Life, chairman of the 
membership committee of the San 


Francisco Life Underwriters Associa- 
tion; Arthur S. Holman, manager 
Travelers, chairman legislative commit- 
tee; and H. Kenneth Cassidy, general 
agent Pacific Mutual Life, chairman of 
the program committee. Mr. Cassidy 
also reported on the highlights of the 
Houston convention. 

The group voted to approve recom- 
mendations for an increase in dues of 
general agents and managers from $10 
to $25 per year retroactive to Jan. 1, 
1938. 





Utah Managers Meet 


N. O. Thompson, general agent at 
Salt Lake City for the Occidental Life 
of California, and Franklin E. Herb, 
general agent Penn Mutual, spoke at 
the meeting of the Utah Life Managers 
Association. President J. T. Butler fol- 
lowed with brief comments. 

During the week of Nov. 7 a seminar 
will be held. 





Shreveport Managers Elect 


SHREVEPORT, LA.—The Shreve- 
port Managers’ Club at its first fall 
meeting elected the following officers: 
C. E. Wise, Life of Virginia, president; 
Robert Norred, Great Southern, vice- 
president, and T. A. Walkeman, United 
Benefit, secretary-treasurer. The retir- 
ing president is Jack R. Watson of the 
Penn Mutual. 

The club was honored by a visit from 
W. A. Carter, associate general agent 
of the Penn Mutual in Salt Lake City. 
He is a brother of M. O. Carter, presi- 
dent of the Shreveport Life Under- 
writers’. Association. 


Tribute to Clark 


The opening fall meeting and outing 
of the General Agents & Life Managers 
Association of Boston took the form of 
a testimonial to Paul F. Clark, recently 
made vice-president of the John Han- 
cock Mutual Life. President J. V. Grid- 
ley paid a tribute to the contribution Mr. 
Clark had made to the life insurance 
business, announced that Mr. Clark had 
been elected a life member of the as- 
sociation, and presented him a suitably 
inscribed silver cigarette case. Mr. Clark 
in responding gave an interesting resume 
of present day conditions and problems 
in the insurance business. 


Callahan Is Speaker 


The Life Supervisors Club of Boston 
will open its fall season with a luncheon 
meeting Oct. 10. T. W. Callahan, gen- 
eral agent Home Life, will speak on 
“The Proper Planning of Life Insur- 
ance.” Chairman Clement E. Deering 
of the life department of John C. Paige 
& Co., will preside. 











Supervisors to Elect 


The annual meeting of the Life 
Agency Supervisors Association of 









Northern New Jersey, will be held Oct. 
18. John Milne, Penn Mutual Life, is 
chairman of the nominating committee. 





Hill Discusses Motivation 

PITTSBURGH — John A. Hill, 
Aetna general agent, Toledo, O., dis- 
cussed “Motivating,” at the meeting of 
the Pittsburgh Supervisors Club. He 
cited examples of motivating agents 
to produce best sales results, as well 
as motivating influences for prospective 
insurance buyers, 


Hicks Speaks at Richmond 


The Richmond Va. Association of 
General Agents & Managers held its 
initial fall meeting. Spiller Hicks, gen- 
eral agent Provident Mutual, stressed 
the importance of trained personnel in 
sales work. 


Columbia Life Meeting 


CINCINNATI — Columbia Life 
agents produced something of an inno- 
vation in agency meetings when they held 
an agency meeting at their own expense 
in the home office city here. The idea 
originated with the Dayton agency, 
which meets regularly on Mondays. The 
meetings were so successful that it was 
decided to send out invitations to the 
entire agency force to meet at Cin- 
cinnati. The program was entirely ex- 
temporaneous and proved very helpful. 
President F. B. Cross and Vice-president 
and Superintendent of Agencies W. H. 
West headed a group from the home of- 
fice who were present to answer any 
questions that came up. Buford Mason 
and R. G. Nixon, Owenton, Ky., win- 
ners in the “world series” campaign re- 
ceived tickets to the world series as 
prizes and other prize awards were 
made. 











MANAGING MEN 


Cockiness 
By A. R. Jaqua, Associate Editor 
DIAMOND LIFE BULLETINS 











There is a point at which egotism and 
self-confidence born of ability ceases to 
be a virtue and becomes a fault. Too 
much “cockiness” is bad, particularly if 
one is still on the way up. 

Stories filter in from agents, from pol- 
icyholders and from salesmen for com- 
mercial houses that a few supervisors 
and unit managers and assistant man- 
agers and younger general agents and 
managers are occasionally overim- 
pressed with their own importance. 
They are too busy to sympathetically 
help with an agent’s problems. They 
can’t be bothered to patiently counsel 
a small policyholder. They already 
know all the answers and no commer- 
cial salesman catering to the life insur- 
ance field force can possibly bring them 
an idea. 


Leaders Willing to Help 


And yet a willingness to counsel with 
the poorest and gather ideas whereso- 
ever they may be found is characteristic 
of those who rise to high places. It is 
not difficult to get counsel from or give 
ideas to Chet Fischer of the Massachu- 
setts Mutual or Alex Patterson of the 
Penn Mutual, or Hobe Haviland of the 
Connecticut General, or Bill Jaeger of 
the Bankers Life or Harry Wood of the 
John Hancock, or Wash Klingman of 
the Equitable Society, or Al Dern of 
the Lincoln National or Grant Hill of 
the Northwestern Mutual, or Bill Worth- 
ington of the Home Life or a host of 
other vice-presidents and superinten 
dents of agencies. 

Those men have kept their humble- 
ness of spirit. And they were once 
agents or unit managers or general 
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agents just starting in. It is possible that 
they never see a man who is down with- 
out mentally quoting Billy Sunday’s 
phrase, “There, but for the grace of God, 
go i.” 
A_ reasonable vanity is certainly not 
to be despised. “He who knows and 
knows he knows is a wise man. Follow 
him.” But none of us can know every- 
thing; none of us can afford to overlook 
any opportunity to help a fellow man or to 
discover a better method of doing some- 
thing, however unlikely the source. It 
is said that the greatest publisher in Eng- 
land got the idea for one of his greatest 
publishing successes from an office boy. 

There is another angle to this. Some 
men quite unwittingly give the idea that 
they are hard-boiled,-a know-all. At 
heart they are very sympathetic and 
human. The struggle for success has 
put on them a veneer. Perhaps they are 
over-compensating. But whatever their 
true nature, if the outward impression 
of cockiness is created, the results are 
just as bad. The great Burke said to 
parliament: “It is not a question of 
whether or not. the colonies are op- 
pressed; it is a question of whether or 
not they believe themselves to be op- 
pressed.” 

It is important that I be aggressive 
and confident in my plans and my ac- 
tions. But if God has been good enough 
to let me earn $300 a month it is also 
important that I be tolerant and helpful 
and considerate and patient and as un- 
derstanding as possible with those who 
have not been so lucky. Indeed, the 
agent or policyholder or salesman I treat 
discouteously today may tomorrow be 
in a position to help or hurt me—it is 
just good sense to be decent to every- 
one. 


Dr. Donald W. Skeel, medical direc- 
tor, and P. L. Davies, assistant secre- 
tary and chief underwriter of the Occi- 
dental Life of Los Angeles, were pre- 
sented 30-year service pins. Both have 
been with the company since its organ- 
ization. The presentation was made at 
a luncheon attended by the officials of 
the company. Only three other men 
have these pins, Vice-president I. C. 
Cunningham, General Agent Rex Laws, 
and General Agent Charles Lang. 





Cc. L. U. 


SAVAGE NAMED AT BALTIMORE 


The Baltimore C. L. U. chapter, at 
its annual meeting, elected the follow- 
ing officers: President, Frederick A. 
Savage, Jr.. New England Mutual; vice- 
president, Thomas W. Harrison, Jr., 
Connecticut Mutual Life; secretary- 
treasurer, Michael Miller, Pacific Mu- 
tual Life (re-elected); mew director, 
John W. Heisse, Aetna Life. Ernest J. 
Clark, Jr., John Hancock Mutual Life, 
the retiring president, also goes on the 
board. Ernest J. Clark, Sr., John Han- 
cock Mutual Life, spoke. 


WYATT AT PEORIA 


Dr. B. E. Wyatt of the American 
College of Life Underwriters spoke at 
two meetings sponsored by the Peoria, 
1, Ge LU. “Peet. : Gy Ealétson;, 
dean of the business administration de- 
partment at Bradley college, and leader 
in Peoria for nine years of the C. L. U. 
coaching class, also spoke at both meet- 
ings. Dean Tillotson is to be in charge 
of the study course again this season. 


SAN FRANCISCO ELECTS 


Leonard M. White, Northwestern 
Mutual, has been elected president of 
the San Francisco C. L. U. succeeding 
G. F. McKenna, manager Continental 
Assurance. N. Davis, general agent 
Guardian, is vice-president; Thos. 
Dareneau, Pacific Mutual, secretary; 
R. W. Lynn, Equitable, treasurer. Di- 
rectors: George Mortensen, Equitable 
at Oakland, J. O. Klein, Metropolitan, 
and Mr. McKenna. 


Wisconsin 1938 Handbook Is 
Now Off the Press 


The 1938 edition of the Underwriters’ 
Handbook of Wisconsin has now been 
published by THE NATIONAL UNDER- 
WRITER, This new book brings the data 
on the state insurance-wise up to the 
minute and is a valuable and interesting 








New Lineup in Manitoba 





HERBERT HUNTER 


The reorganization of the Manitoba 


4-+insurance department following the su- 


perannuation of Charles Heath, who has 
been superintendent of insurance since 
1918, has been completed. Herbert 
Hunter as announced is the new su- 
perintendent. Wilson E. McLean, leg- 
islative counsel for the province, in ad- 
dition to that office, has become deputy 


| superintendent of insurance and insur- 


ance counsel of the province. Mr. 
Hunter, under the present minister, will 
be directly responsible for the licensing 
of agents, brokers and adjusters and 
related matters. Mr. McLean, under the: 
attorney-general, will be responsible for 
all-tegal matters,-including Jegislation 
as well as the administration of those 





WILSON E. McLEAN 


provisions of the act relating to the su- 
pervision and regulation of insurers and 
the business generally. 

Mr. Hunter has been connected with 
the Manitoba government since 1919, 
when he returned, from overseas service 
with the Canadian forces. His first 
position was on the staff of the engi- 
neering department. From 1930 to 1933 
he was relief works engineer, and was 
appointed assistant superintendent of 
insurance July 6, 1933. 

Mr. McLean, a member of the Mani- 
toba bar, is well known in insurance cir- 
cles, having represented the province at 
the annual ‘meetings of. the inter-pro- 
vincial insurance conferences - for. the 
past four years. 





compilation of insurance in Wisconsin, 

The “Agency Department” lists all the 
agents in the state as licensed by the 
department and gives the companies rep. 
resented, address, name of firm, other 
business transacted, if any, date estab- 
lished and other pertinent information, 
The “Company Directory” lists all the 
companies operating in the state to- 
gether with names of field men, officers, 
financial statements, etc. Other sec- 
tions give the names of the field men 
and general agents alphabetically for 
cross reference, record of insurance jn 
the state for several years, a showing 
of what companies write special lines, 
town classification as to fire protection, 
resume of the insurance laws of the 
state, and lists of insurance attorneys 
and adjusters. 

There is a slight increase in the num- 
ber of licenses issued to life agents, the 
number this year being 3,647 compared 
with 3,581 last year. The number for 
1936 was 3,628 and for 1935, 3,538. The 
total of all licenses in the state was 
44,741 for 1938, 44,084 in 1937. 

There is $2,376,218,307 insurance in 
force in Wisconsin and last vear there 
was $319,238,389 insurance written. This 
compares with $2,219,314,194 and $280,- 
883,388 in 1936. 


The 1938 Unique Manual-Digest is the 
best statistical source book buy of the 
year. $5. National Underwriter. 
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LEGAL RESERVE FRATERNALS 


Indiana Congress to Hold 
Annual Meeting Oct. 7-8 


The Indiana Fraternal Congress will 
meet Oct. 7-8 in the Claypool Hotel, 
Indianapolis, H. P. Goeglein of Fort 
Wayne, Aid Association for Lutherans, 
being in the chair as president. Gov- 
ernor Townsend is scheduled to extend 
greetings, as is the Indianapolis mayor. 
A. L. Zivich of East Chicago, congress 
vice-president, will respond. Miss 
Frances D. Partridge, newly elected 
vice-president National Fraternal Con- 
gress and secretary Woman’s Benefit 
Association, Port Huron, Mich., will 
make one of her first addresses in the 
field since her election at Toronto. A. 
O. Benz, president Aid Association for 
Lutherans, Appleton, Wis., and_presi- 
dent, President’s section N. F. C., will 
speak on “Fraternal Insurance Serv- 
ice.” J. C. Snyder, president Ben Hur 
Life, Crawfordsville, Ind., will speak on 
“The Lodge System.” A dinner will be 
held the first night. 

Saturday morning, Henry Turner, 
treasurer Modern Woodmen; A. H. 
Sapp, Standard Life; P. J. Walsh, in- 
spection bureau representative; Mrs. 
May Beaver, state manager Woodmen 
Circle, and Gertrude Hoople, state su- 
pervisor Royal Neighbors, will speak. 
In the afternoon, H. B. Kennedy, asso- 
ciate medical director Woodmen of the 
World, Omaha, and James Dunne, “In- 
surance Index,” will talk. Miss Eliza- 
beth Himes, Indianapolis, is secretary. 


Hold Silver Jubilee 


MILWAUKEE—More than 100 per- 
sons attended the silver jubilee of 
founding of Thaddeus Kosciusko So- 
ciety, Group 2, Federation Life, Polish 
fraternal. Gold lapel buttons were pre- 
sented to four organizers by Joseph 
Piotrowski, Federation Life president. 
Those honored were: Andrew Dobber- 
stein, first president; Joseph Pepel, 
president of the society; Michael 
Drzewiecko, secretary since the found- 
ing, and John Rutkowski. 








The 19388 Unique Manual-Digest is the 
best statistical source book buy of the 
year. $5. National Underwriter. 








A Winning Team! 


You and 


Lutheran 
Brotherhood 


A good agent plus a strong, pro- 
gressive, Fraternal Society can 
make Life Insurance History in 
any Lutheran Community. All 
Lutherans (a select prospect list) 
are eligible for life insurance in 
this Society. 


You are the Agent! 


Lutheran Brotherhood is the So- 
ciety. Working together, we can 
write the business. If interested 
in a work that assures you a se- 
7 future, address your letter 
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Pennsylvania Congress to 
Meet in York Soon 


Program for the Pennsylvania Fra- 
ternal Congress annual meeting at the 
Yorktowne Hotel, York, Pa., Nov. 3-4, 
is announced by President J. L. Wil- 
meth. R. F. Mahaney, Woodmen of 
the World, congress vice-president, will 
respond to greetings from the mayor. 
H. W. Teamer, secretary-manager In- 
surance Federation of Pennsylvania; E. 
R. Deming, president New York Fra- 
ternal Congress; C. L. Biggs, president 
National Fraternal Congress and re- 
corder Maccabees, Detroit, also will ex- 
tend greetings. ‘Commissioner Hunt of 
Pennsylvania will speak. Mr. Biggs 
will deliver an address and Mr. Teamer 
will talk on “Life Insurance as it Ap- 
pears to be Affected by Social Secur- 
ity.” Farrar Newberry, _ secretary 
Woodmen of the World, will talk on 
“Training Secretaries of Lodges to Co- 
operate with Head Offices.” 

Louise Patrick, state manager Wood- 
men Circle, will speak on “Lodge Ac- 
tivities and Juvenile Work;” Miss Daisy 
Horner on “Dealings with Collectors 
and the Use of Mechanical Devices;” 
John Massich, secretary Greek Catholic 
Union of Russian Brotherhoods on 
“Low Interest Rates and How They 
Affect Fraternal Investments.” A ban- 
quet will be held the first night with 
Mr. Wilmeth as toastmaster and an 
address by Frank E. Hand, head of the 
Independent Order of Foresters, To- 


_| ronto. 


Other addresses scheduled are “Value 
of Fraternal Systems to the Everyday 
Man,” R. J. Palann, secretary National 
Slovak Society of America; “Some 
Suggestions as to Training and Selec- 
tion of Field Men,” F. B. Mallett, field 
oaere and editor Protected Home 

ircle. 


Aid Association’s State 
Managers in Conference 


APPLETON. WIS. — Thirty-one 
state managers from the United States 
and Canada attended the two-day sales 
conference of the Aid Association for 
Lutherans at the home office here. Busi- 
ness sessions were held both days, din- 
ner the first evening and luncheon the 
second day. Mayor Goodland and R. 
H. Purdy, president chamber of com- 
merce, welcomed the agents; O. 
Rentner, Chicago, association vice-presi- 
dent, responded. 

A. O. Benz, president Aid Associa- 
tion, gave an address. Others on the 
program included E. C. Jacobs, Cleve- 
land; A. R. Colvin, Fidelity Life, Ful- 
ton, Ill.; E. L. Weinrich, Rochester, 
Minn.; H. W. R. Albrecht, Milwaukee; 
Albert Voecks, secretary Aid Associa- 
tion; N. K. Neprud, Lutheran Brother- 
hood, Minneapolis; H. C. Wind, Win- 
field, Kan.; W. H. Zuehlke, treasurer, 
and G. D. Ziegler, board chairman Aid 
Association, and E. H. Neumann, Sauk 
Rapids, Minn. 





Wisconsin Committees 


KAUKAUNA, WIS.—William Sul- 
livan, deputy of the Wisconsin state 
council Knights of Columbus, has ap- 
pointed standing committees for the en- 
suing year. On the insurance commit- 
tee are Vincent Reinkober, Chilton; H. 
T. Mayheu, Eau Claire; Paul Finnegan, 
Beloit; W. A. Kivlahan, Cuba City, and 
T. E. Trainor, Wausau, all co-chair- 
men. 





Iowa Congress Program 


The Iowa Fraternal Congress will 
hold its annual meeting in the Hotel 
Montrose, Cedar Rapids, Oct. 26. J. V. 
Rompotl, president, will preside. C. L. 
Biggs, recorder Maccabees and presi- 
dent National Fraternal Congress, will 
speak about the organization. Miss 
Blanche Eakin, state manager Wood- 





men Circle, will talk on “Impressions 
of a Lay Delegate.” A. R. Colvin, field 
manager Fidelity Life and president 
Fraternal Field Manager’s Association, 
will tell about that organization. M. R. 
Schmidt, superintendent of agents 
Modern Woodmen, is to speak on “Ac- 
tive and Inactive Lodges,” and Jack 
Shepard, Cedar Rapids salesman, on 
“Your Selling Objective.” 





Congress to Sponsor Meet 


MILWAUKEE—The Milwaukee 
Fraternal Congress, organized several 
months ago, which promoted fraternal 
day at the recent Wisconsin state fair, 
is considering sponsoring a county-wide 
athletic meet between representatives of 
all fraternals. At the monthly meeting 
it was decided to form a speakers’ bu- 
reau to facilitate interchange of speak- 
ers by groups belonging to the con- 
gress. Otto Werkmeister, Modern 
Woodmen, is president. 





Congress Active in Fair 


The Washington State Fraternal Con- 
gress for the seventh year participated 
in the western Washington fair at Puy- 
allup, Wash. There were 36 bands, drill 
teams and marching units that entered 
the infield of the fairgrounds and this 
rainbow parade was a colorful and beau- 
tiful spectacle. Congress officers assem- 
bled on the reviewing stand to witness 
the parade, with directors of the fair as- 
sociation and Graham McNamee, radio 
announcer, who was official announcer 
at the fair. The congress occupied 
Booth No. 1 in the exhibits. Several 
societies assisted, assigning representa- 
tives daily at the booth to give infor- 
mation to visitors concerning the fra- 
ternal benefit system. 


McDavid Is Convalescing 


F. M. McDavid, Springfield, Mo., di- 
rector Modern Woodmen, is recuperat- 
ing from illness in a Springfield hospi- 
tal. 








Junior Congress Elects 


LITTLE ROCK, ARK. — George 
Jones of North Little Rock, Woodmen 
of the World, was elected president of 
the Arkansas Junior Fraternal Congress 
at its third anniversary celebration here. 
Other officers elected are: Don Sturges, 
Little Rock, Praetorians, first vice-presi- 
dent; Miss Fern Stiles, North Little 
Rock, Woodmen Circle, second vice- 
president; Bobby Byrnes, Little Rock, 
Catholic Knights of America, third vice- 
president; John Clair Burnsides, Little 
Rock, Degree of Honor, fourth vice- 
president; Miss Thelma Faye Revelle, 
Little Rock, Maccabees, secretary; Cory 
Hull, Maccabees, and O. C. Kemp, Jr., 
Ben Hur Life, both of Little Rock, flag- 
bearers. A. S. Bradshaw, state man- 
ager Ben Hur Life, installed the new 
officers. 





Gregory L. Sitter, associate district 
manager New England Mutual Life, dis- 











Generosity Is Shown 
by an Annuitant 


A case of extreme generosity was 
revealed in a letter received by the 
Aetna Life, whose home city was 
ravaged by hurricane and flood. 
The letter was from a 76-year old 
woman of moderate means in Los 
Angeles, who was returning her $50 
check from the company, which she 
receives monthly on an annuity 
plan. She stated that she felt that 
she would not be justified in cash- 
ing the check when that money was 
needed in Hartford for flood relief, 
and asked that the money be 
turned over to an organization en- 
gaged in flood relief emergency 
work. The check was given to the 
Hartford Red Cross. 








cussed life insurance in a talk before 
the Exchange Club of Oshkosh, Wis. 


WOODMEN oF THE WORLD 
UFE INSURANCE SCE 


Founded 1890, its assets have 
mounted to over $126,000,000 
and insurance current to $420,- 
000,000. 





Its investments are largely in 
Government, State and Mu- 
nicipal Bonds. 
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It has paid to Beneficiaries 
over $253,000,000; and to liv- 
ing members $43,000,000. 


For each $100 of reserve and 
current liability it has assets 
on hand of the value of 
$123.14. 

. 


Through prosperity and de- 
pression, war and epidemic, 


its financial strength has par- 
alelled its record of service. 
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THE PRAETORIANS 


National Headquarters—Praetorian Building 
DALLAS, TEXAS 
ORGANIZED—1898—FORTY YEARS OF 
INSURANCE SERVICE 
FRATERNAL LEGAL RESERVE 
LIFE INSURANCE on standard forms, ages 
0 to 60. Amounts $200 to $20,000. 
Operates strictly on the LEGAL RESERVE 
PLAN. Realizing that it is the LEGAL 
RESERVE that puts the safety under poli- 
cies regardless of whether the system is Stock, 
Mutual or Fraternal. 
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Factors in Conservation 
Reviewed in Duff Report 


Advances made in the matter of con- 
servation of business were reviewed by 
W. M. Duff, Equitable Society, Pitts- 
burgh, in his final report as chairman 
of the committee dealing with that sub- 
ject, submitted at the Houston conven- 
tion of the National Association of 
Life Underwriters. He summarized the 
situation as follows: 

1. Progfess has been made in under- 
writing new business for persistency. 
Just as the numerical system of under- 
writing for mortality has been devel- 
oped, so there is in process of develop- 
ment a plan for underwriting for 
persistency. 

2. The first step in improving qual- 
ity is to establish a management policy 
designed to reach this objective. Many 
companies now operate under such pol- 
icies. 

3. Poor business cannot be elimi- 
nated too drastically. The answer is 
not less poor business, but more good 
business. 

4. Studies made by the Research Bu- 
reau and individual member companies 
tend to prove the accuracy and effec- 
tiveness of the persistency rating chart. 


Adaptations Most Successful 


5. Those companies in which the rat- 
ing chart is being used most effectively 
have adapted rather than adopted the 
chart. These adaptations and revisions 
of the original chart result in a more 
accurate reflection of the quality of 





A coina 
day keeps 
the calendar 
up - to - date. 
Five Distinc- 
tive colors. 


N “open sesame” to larger 
insurance sales. This beauti- 
ful calendar coin bank sells 
itself—turns cold prospects 
into satisfied customers. The 
“Streamliner” is the last- word 
in deluxe calendar’ coin 


banks. 


SAMPLE SENT POSTPAID on receipt of $1.25 
Quantity Prices on Application 


Fill in coupon. Mail it today! 


Banthrieo, Incorporated 
‘560 West Lake Street, Chicago, tlinois 


Enclosed is $1.25 for sample of Calendar Bank. Please 
send me sales presentation and full information as to how 


the “‘Streamliner’’ will increase my sales, 





business, produced by different types of 
field organizations under varying con- 
ditions. 

6. Generally speaking, more progress 
has been made by those companies 
which introduced the persistency rating 
chart through meetings and agency 
visits than by those which left the job 
entirely to correspondence. 

7. The persistency rating chart has 
been found useful in relating compen- 
sation and financing plans to quality. 

8. The use of the persistency rating 
chart is only supplementary to other 
methods of supervision. Satisfactory re- 
sults can be expected only when the 
kind of motivation a company uses con- 
forms to a policy of improving quality. 

This persistency chart combines 
those factors which appear to be of 
greatest influence on persistency: (a) 
Occupation of the applicant; (b) age of 
the applicant; (c) income of the appli- 
cant; (d) amount of insurance applied 
for; (e) mode of premium payment. 


General Points Reviewed 


Mr. Duff’s report also reviewed some 
of the general points on the matter of 
lapsation and conservation brought out 
in letters he has received and in pamph- 
lets and brochures on the subject: 

Policies lapse, in many cases, due to 
the inability of the insured to carry on. 

Policies get in a dangerous position 
when the insured commences to bor- 
row on them. 

Conservation of business is a respon- 
sibility of the home office, as well as 
managers and agents. 

Conservation begins with the selec- 
tion of the agent. The more thoroughly 
trained and the more deeply grounded 
in the fundamentals of the business, the 
higher the character of underwriting 
and, generally speaking, the better the 
class of business. 

Some policies lapse because they 
have been ineffectively sold, or do not, 
at present, fit the insured’s circum- 
stances now, if they ever did. 


Educational Campaign Would Help 


Conservation of business could be 
greatly improved if the public generally 
knew more about life insurance—a na- 
tional educational campaign would help. 

Business effectively sold at the time 
it is written seems to renew better than 
business applied for on suspicion. 

Business is less liable to lapse where 
the agent is permanent and_ sticks 
closely to his customer. 

The situation has been helped by the 
agreement among companies not to 
permit the replacing of a good policy in 
one company for a similar policy in 
another. 

The race for business has undoubt- 
edly resulted in some policies being in- 
effectively sold. 

Emphasis should be placed on the 
prevention of lapsation rather than on 
reinstatement, by (a) proper selling; 
(b) adequate follow-up. 

The proper sale of a life insurance 
policy begins with the selection of the 
right type of prospect; that is, one who 
has a definite need for life insurance 
and has the money to pay for it. 

A policy to stay sold should fit the 
circumstances of the insured, with an 
intelligent arrangement of settlement 
options, methods of paying premiums, 
etc. 

Conservation of business will be aided 
when the agency organization keeps a 
very close contact. 

Policyholders’ meetings have led to 
a better understanding of the business. 

A careful follow-up by the agency 
cashier prior to the premium due date, 
and if not paid, immediately after, is 
desirable. 

Conservation can be helped by rating 
an agent in an agency on the percent- 
age of business which renews. 

Many companies, on the policy 
jacket, give a summary of the policy or 





a resume of the purpose for which it 
has been purchased, which leads to a 
better understanding. 

Orphan policyholders show a greater 
lapsation than where the original agent 
is still on the job. 

Business secured from higher occu- 
pational classes shows a better re- 
newal. 

A study by the Life Insurance Sales 
Research Bureau seems to clearly prove 
that by increasing the average size of 
the policy, we decrease lapsation. 

Increasing the percentage of cash 
sales means better persistency. 

Decreasing the collection frequency 
results in better persistency. 

Managerial compensation has an im- 
portant bearing on production of per- 
sistent business. 

There should be emphasis to the 
manager on the financial importance 
of business renewing. 

The occupation of the applicant has 
much to do with the subject. 

Authentic stories of tragedies result- 
ing when policies lapse. 


Fulton Asks for 
Coordination 


(CONTINUED FROM PAGE 1) 


likely to produce the best results. We 
must recognize certain plain facts in 
reckoning with this problem: 

“First: That planned life insurance 
selling by whatever name it is called 
represents for the man who buys any 
amount of life insurance a distinct ad- 
vance over old methods and that life 
insurance as an institution must encour- 
age and carry on this activity if it is to 
fulfill its mission in the broadest sense. 

“Second: We must recognize, how- 
ever, that this activity in the field is 
going to generate many problems in the 
home office and vastly increase the ad- 
ministrative problem incident to the 
handling of life insurance funds after 
the death of the insured. 

“Third: We must face frankly the 
fact that this administrative problem 
means extra costs and that in the last 
analysis, while this service will be worth 
many times what the insured pays for 
it, it nevertheless does represent an ex- 
tra cost which must be paid by the pol- 
icyholders. 

“Fourth: We must realize that in or- 
der that the problem be kept within 
bounds and the cost not increase be- 
yond reason the companies must have 
from the field organization their whole- 
hearted cooperation in avoiding intricate 
and complicated ‘settlement provisions 
and keeping the whole process within 
reasonable limits.” 


Sees Efficiency 
Engineering Applied 


(CONTINUED FROM PAGE 3) 


younger men, Mr. Holcombe warned 
that this practice could be successful 


‘only if the head of the agency is willing 


to meet the particular requirements 
necessary in successfully building an 
agency of younger men. 

As to the recruiting problem in gen- 
eral, he said he had heard many gen- 
eral agents and managers say they 
could not recruit but what they actually 





meant was that they did not want to 
do the hard routine work of training 
new men. Mr. Holcombe said that ip- 
dividualized tutoring of new agents and 
actually going out with them on the 
job is the only real way to bring the 
new man along. 


Cooperatives Seek 
To Present Data 


(CONTINUED FROM PAGE 3) 


Hard headed executives in the coop- 
erative movement recognize that a life 
company to function efficiently must be 
of a magnitude far beyond that which 
any local cooperative group could hope 
to attain. They recognize that such small- 
ness of individual units is necessary to 
the close democratic control by mem- 
bers which characterizes the cooperative 
idea, and that since the bigness is nec- 
essary to the proper functioning of a 
life company, the cooperative principle 
as it is known in merchandising field 
is likely to make little progress in life 
insurance. It is worth noting that the 
only life company affiliated with the 
cooperative movement, the Cooperative 
Life of Ohio, is a stock company, 
though doing business solely on a ypar- 
ticipating basis. 


Appears SEC May 
Have Field Alone 


(CONTINUED FROM PAGE 3) 


It is also asserted that they obtain a 
preferential position over other under- 
‘writers and investors. 

Banking affiliations of life companies 
will come in for consideration. This 
angle of the investigation may extend 
to a study of the banks. Investment 
laws of the various states will be 
studied and compared. 
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Salary Allotment Expert 
Reviews Factors in Sale 








3) 
€ coop- Specialization gives a salesman an 
t a life opportunity to study his prospect's reac- 
nust be tions and to analyze each statement and 
t which point made in the sales approach to see 
Id hope that it accomplishes a definite purpose. 
h small- While he was manager of Marsh & 
Sary to McLennan’s salary allotment depart- 
7 mem- ment in Chicago, M. G. Tuttle was able 
perative to develop a successful technique in 
is nec- salary allotment cases. By analyzing 
ig of a his interviews, he learned what to say 
rinciple and how to say it and what to avoid. 
1g field There are certain things that have to be 
in life stressed and in a certain manner. There 
hat the are situations which should be antici- 
ith the pated and avoided. 
perative In 1935, when Mr. Tutttle became 
mpany, manager of the life department of Childs 
a par- & Wood, Chicago, he continued his sal- 


ary allotment solicitation with profit. 

Mr. Tutttle recently became man- 
ager for southern Florida for the John 
Hancock Mutual Life. 


Presents List of Users 


ly 
e 


In approaching an employer, Mr. 
Tuttle presents a list of companies that 
3) are using the salary allotment plan. The 


btain a organizations are well known and the 
under- prospect is immediately curious about 
the plan and he assumes that it has 

npanies some merit if these organizations are 
This using it. The second point in the ap- 
extend proach is to stress the fact that the plan 
2stment costs the employer nothing. On the 
vill be other hand, the salary savings plan does 


offer decided advantages to the employe. 
He gets non-medical consideration, pays 
insurance on a monthly plan which is 
eter deducted from his salary, and he still 

has the insurance in case he terminates 
ws! his employment. The employe also gets 
the benefit of insurance counsel, which 
includes a review of his present insur- 
ance program, recommendations regard- 
ing proper beneficiary designation, use 
of settlement options and specific recom- 
mendations for getting additional life 
insurance to fit his ‘budget. 


Need Insurance Counsel 


important factor to stress. Recently Mr. 
Tuttle contacted a group of 56 employes 
and found that 54 had no provision for 
contingent beneficiaries in their present 
insurance and 55 had not elected to take 
advantage of the. settlement options. 
Under the salary allotment plan the 
average employe is given the benefit of 
insurance counsel which usually is avail- 
able only to department heads. 

So that the employer can visualize the 
desirability of the salary allotment plan 
to the individual employe, it is a good 
idea to present a specific case of how 
an employe at a certain age can receive 
a certain amount each month at retire- 
ment age by making a monthly deposit 
P, , of so much. If well presented the 
retirement income presentation may in- 
terest the employer to the extent that he 
will be the first one to take advantage 
of the plan. 

Mr. Tuttle finds it effective to antici- 
Pate objections and to answer them 
before they are raised by his prospect. 

good way to gain consent to the 
Plan, following a preliminary explana- 
tion is to hand the employer a form 
letter announcing the plan to the em- 
Ploye. “You have no objection to an- 
Nouncing the plan to your employes in 
a letter like this, have you?” the em- 
Ployer is asked. It is easy for the 
employer to say no and thus close the 
sale. It Is necessary to explain the 
gay in making the deductions. It 
S$ best not to go into too great detail 


The need tor insurance counsel is an 


ect 












with the employer but have him desig- 
nate some person such as the cashier or 
office manager to carry out the plan. 

With the enactment of the social 
security act, bookkeeping systems to 
facilitate salary deductions have been 
adopted by most organizations so that 
the salary savings plan is now easier 
to put into effect. Simple forms list the 
employes, their salary, along with 
various deductions, enable the cashier 
to pay the insurance premium in one 
check after a simple calculation. 


Review Five Plans 


If after these explanations an agent 
fails to make the close, he can then 
review the usefulness of the various 
plans available to provide for the em- 
ployes’ financial security. Life group, 
accident and health group, social se- 
curity, salary allotment are now supple- 
mented by hospitalization plans. Each 
has its place in an employe’s insurance 
program. It is true that the salary 
deductions may amount to even 10 or 
15 percent of an employe’s salary if 
advantage is taken of all the five avail- 
able programs. On the surface this may 
seem to be rather a large sum to spend 
for this protection, but it provides for 
a broad security program and makes 
the employe more satisfied and secure 
in his work. 

If the employe never spends or saves 
anything over and above the total de- 
ductions for the various plans, he and 
his family will fare much better at time 
of retirement, premature death or 





emergency than the average without 
benefits of such a program. 

With a little persuasion the employer 
usually permits the agent to “make the 
survey’—reporting results to the em- 
ployer. 

An important thing which the agent 
has to watch in selling salary allotment 
is to keep away from the idea of the 
employer making a survey of the num- 
ber of employes who might be interested 
in the plan. It is desirable to anticipate 
this proposal on the employer’s part and 
try to avoid it by getting the employer 
to distribute the announcement letter 
and to permit the agent to follow it up. 
If the employer does counter with the 
suggestion that he will make a survey, 
the agent should tell him that as he is 
experienced in that type of work, he can 
get a better picture of the situation than 
can the employer. 





Shows Importance of 
Long Range Planning 


J. H. Eteson, assistant superintendent 
of agencies State Mutual Life, devel- 
oped the importance of long range plan- 
ning in a message sent to all its offices, 
accentuating the background tenets of 
the State Mutual sales plan. He said: 

“Recent sales investigations showing 
the long time our average prospects are 
known before they are sold offer one of 
the important indications that in life in- 
surance selling we work today for re- 
sults tomorrow, and reap today what 
we have sowed in the past. 

“Slumps in individual production are 
sometimes caused by lack of the proper 
type of work in the past, and are often 
aggravated by the attempt to cure the 
situation by more pressure on prospects 
with whom we have had, as yet, inade- 
quate preliminary interviews. The sound 
procedure, when we find our production 





CLIENTELE AS AN INVESTMENT 








An agent’s clientele represents an in- 
vestment, good, bad or indifferent, E. 
W. Marshall, vice-president and actuary 
Provident Mutual, declared in a talk at 
the Lake Placid, N. Y., regional meet- 
ing. The same principles can be ap- 
plied as with other investments. 

“Clients can be selected for adequate 
return (i. e., insurance sold per client), 
for stability (i. e., persistency), and for 
potential appreciation (repeat sales),” 
he said. “Clients can be diversified by 
age, occupation, industry, employer and 
locality. And, as in all other invest- 
ments, it is necessary to keep constant 
watch so that the clientele can be kept 
up to date with changing conditions,” 
he pointed out. : 

He showed results of studies of vari- 
ous occupational groups of policyhold- 
ers as to size of policy and amount of 
resale business. 





insurance was written on persons in 
group “A”; 18 percent on “B”; 14 per- 
cent on “C”; and only 4 percent on 
“D.” Approximately 49 percent of the 
volume was sold to prospects between 
ages 30-44, inclusive, 34 percent under 
those ages and 17 percent to prospects 
over those ages. 

As was to be expected, owners, offi- 
cials and managers of businesses, pro- 
fessional men, real estate agents, sales- 
men, and retail dealers formed a natural 
group “A” with an average new Provi- 
dent Mutual policy during 1937 of 
$7,000, as against $3,100 for group “B,” 
consisting of clerks, students, and fore- 
men. Group “C” (teachers, housewives, 
clergymen, trained nurses, farmers, and 
skilled workers) had a slightly higher 
average policy than group “B,” but re- 
sale potentialities were very much lower 
when results of previous studies were 





Study of the company’s business | applied to this one. Mr. Marshall’s 
showed 64 percent of total volume of | table is: 
Adequate Stable 
Return Clientele Repeat Insurance 
cr vw Vf ‘\ 
Average New 
Plus Repeat 
Potential Ins. per 
Average Ins. Repeat Ins. Policyholder 
per New as of (using ratios 
Policyholder Lapse Original established by 
in 1937 Rates Ins. prior studies) 
Occupational Group 
Group A 
Owners, officials, managers, 
professional men, retail 
dealers, salesmen and real Usually 
eS eee ie $7,000 Best 59% $11,130 
Group B 
Clerks, students and fore- 
MON .cceececcccccccsccceee 3,100 Average 46 4,520 
Group C 
Teachers, housewives, 
clergymen, trained nurses, 
farmers and skilled work- Mostly 
WO, fawteap ade a asa eee caters 3,370 Poor 20 4,040 
Group D 
Semiskilled workmen and Very 
SROPOR 2 sii Sie BACs e eee 2,420 Poor 11 2,680 
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falling off, is to be sure that we are 
doing a large enough amount of pre- 
liminary work to get us quickly to some 
cases where we can advantageously ap- 
ply closing pressure. 


Should Follow Experience 


“Tt doesn’t make much difference 
whether the agent finds himself in a 
situation where life insurance sales are 
lagging, where life insurance sales are 
increasing, in a personal slump, or in a 
period of good personal production. His 
long time problem is to be sure that he 
is doing the things that experience 
shows have to be done to achieve a real 
success in life insurance selling. 

“To make a real success we must have 
a complete list of prospects, that is, an 
adequate number of probable future 
buyers with whom we are making regu- 
lar contacts. We must accumulate the 
dates of birth of our prospects, as an 
aid to action at a definite time, an aid 
which is especially helpful when pros- 
pects are inclined to procrastinate. We 
must accumulate facts about our pros- 
pects; the amount of income and the 
present insurance are particularly help- 
ful in determining our course of action. 
We must be sure that in our interview 
we give our prospects an idea about life 
insurance, because when we get a pros- 
pect to listen to an idea we get his mind 
open to the subject of life insurance. 


Accumulate Data 


“The salesman who builds his list of 
prospects, accumulates the dates of 
birth, and in the process of showing the 
prospects his conceptions of life insur- 
ance buying gets the picture of their life 
situations as they are now, would not 
long go without business whether his 
prospects were using as their initial ex- 
cuse the fact that business was bad, or 
the fact that times were so good they 
could do better with their money.” 


Sale of Needs by Qualified 
Men Urged by Kumpf 


DETROIT—The development by 
man of the idea of protecting each 
other’s earning power and to provide 
for each other’s families in case of pre- 
mature death was traced by Ford S. 
Kumpf, president of the Dominion Life, 
at the annual policyholders’ dinner given 
by T. S. Malone, Detroit life insurance 
broker. Fifty years ago there were but 
four or five types of policies written by 
the companies, and these few types had 
to be stretched to cover all of the in- 
surance needs, said Mr. Kumpf, while 
today scores of types may be obtained 
to fit specifically any need that can be 
conceived. 

There are far too many agents on the 
street today, said Mr. Kumpf. Some 
of them do not take care to fit the pol- 
icy to the policyholder’s needs and the 
result is that the business does not stay 
on the books of the companies as long 
as it should. The Dominion Life has 
cut its agency force in half, yet today 
is writing more business with half the 
former force than it did with the larger 
number of agents in the field, he re- 
vealed. 


Animals More Thrifty 


Mr. Malone declared that he never 
uses the cold canvass method of pros- 
pecting, but works entirely with re- 
ferred prospects. Animals are thrifty 
by instipct, yet man, with the aid of 
reason which the animals lack, is far 
less thrifty than the lower animals. 
Squirrels, ants, bees and countless other 
animals and insects provide for their 
own future, but 48 percent of mankind 
have little or no income in their declin- 
ing years. 

Among the special guests at the din- 
ner were A. S. Upton, superintendent 





of agencies of the Dominion, and F. W. 
Simpson, Detroit manager. 
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WIDE RANGE OF TOPICS REVIEWED 


(CONTINUED FROM PAGE 1) 





mainly on the conflict which has arisen, 
over a long period, between the prov- 
inces and the dominion government 
concerning their respective legislative 
powers. 

The Dominion government intro- 
duced an “employment and social in- 
surance act” in 1935 which had the 
support of both the government and the 
opposition, but this was declared un- 
constitutional by the supreme court of 
Canada in January, 1937. 


Health Insurance Projects 


The chief advocate of health insur- 
ance legislation has been British Colum- 
bia. A bill was passed in this province 
but not proclaimed due to the organized 
opposition of influential groups—par- 
ticularly the medical profession. One 
other governmental health insurance 
plan, only, in Canada has progressed so 
far as to receive legislative sanction. 
That scheme was to be established in 
Alberta, but the advent of the social 
credit government intervened. 

Mr. Wolfenden emphasized that the 
actuary has a direct and deep responsi- 
bility in giving professional guidance to 
many of these governmental schemes. 
It will require patience to deal with the 
prevalent misunderstandings; but if 
they can be resolved in such a way that 
these national or provincial plans may 
properly be classifiable as “actuarially 
sound,” the profession will have made 
a real contribution to national economic 
policy. 


SOCIAL SECURITY 


The social security act probably 
makes arrangement for more _ social 
services than does any single piece of 
legislation ever enacted here or abroad, 
R. A. Hohaus, assistant actuary Metro- 
politan Life, told the actuaries. It pro- 
vides a measure of old age security 
after age 65; it effectively stimulates 
the several states to set up unemploy- 
ment insurance plans; it provides for 
federal participation in financing state 
plans for aid to the blind and to de- 
pendent children; and it subsidizes the 
health and welfare services of the sev- 
eral states. 

All states now have old age assis- 
tance laws financed by the state and 
federal treasuries, and in August of this 
year, they furnished aid to almost one- 
fourth of the estimated population aged 
65 or over. These laws are apparently 
intended to complement the contribu- 
tory federal old age benefits plan which 
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is estimated to cover little more than 
half of the working population. 

This federal plan still leaves some- 
thing to be desired in its objective of 
meeting satisfactorily the broad social 
hazard of old age dependency in mod- 
ern society. Some of these shortcom- 
ings may be attributed to an attempt 
to overemphasize the principle of equity 
in fixing the contributory benefits under 
the federal plan. This in turn results 
in an under-emphasis for the early 
years on the principle of adequacy in 
the benefit formula and scope of cov- 
erage. The entire system of old age 
security is now being reexamined by 
an advisory council composed of repre- 
sentatives of employers, employes, and 
the public in collaboration with the 
Senate finance committee and the So- 
cial Security Board. 


Still in Experimental Stage 


Unemployment insurance is provided 
under state rather than federal authori- 
ty, although employers may offset state 
payroll taxes against federal to the ex- 
tent of 90 percent of the latter. While 
detailed provisions of state laws vary 
considerably, their broad patterns are 
generally similar. Most of them oper- 
ate on the basis of pooled funds and 
the maximum unemployment benefits 
generally are $15 a week. More than 
half the state plans are now paying 
benefits. They are, however, still in 
the experimental stage and it is believed 
that there is still much to be done 
toward integrating them with other un- 
employment measures. 

The federal government is now par- 
ticipating in financing state laws for 
the aid to needy blind and to dependent 
children in 39 states and the District of 
Columbia and a goodly number of blind 
persons, families, and children are now 
receiving assistance under this phase of 
the social security act. 


Learn From Foreign Trials 


In conclusion, Mr. Hohaus referred 
to the helpfulness of the éxtensive ex- 
perience with social insurance of for- 
eign countries, particularly Great Brit- 
ain, in studying the problems that now 
face us. While the specific features of 
social insurance in Europe may actually 
be less applicable to this country than 
a cursory examination might indicate, 
owing to the differences in national 
characteristics that control the pattern 
of social insurance from country to 
country, he felt that we had a great 
deal to learn from the broader social 
insurance philosophy developed there. 


RATIO THE SAME 


The effect of climate upon mortality 
has long been of interest to life com- 
panies. In discussing the trend of mor- 
tality in the tropics J. B. Mabon, asso- 
ciate actuary Sun Life of Canada, stated 
that the progress in medical control of 
tropical diseases and public health meas- 
ures together with the clearing of the 
jungle for the more orderly production 
of the various products has resulted in 
a substantial reduction in mortality. 
The downward trend of mortality of 
Europeans in tropical fields has followed 
a somewhat parallel course to that in 
United States and Canada but there has 
been no marked change in the general 
ratio of tropical mortality to the mortal- 
ity experienced at home. The mortality 
ranges from approximately 200 percent 
in tropical areas to 150 percent in sub- 
tropical areas of northern or home mor- 
tality. 

Of late years business opportunities 
for domestic companies in foreign fields 
have become more or less restricted. 
The knowledge gained has permitted 
the establishment of local or national 
organizations. This competition has 
been assisted by a spirit of nationalism 
leading to onerous legislation against 
foreign companies in the matter of tax- 








ation, investment, control of currency 
and other government restrictions. 

Commenting on the extra hazard in- 
cident with occupation at home, Mr. 
Mabon stated that the development of 
industries has produced occupational 
hazards which cannot be ignored. Oc- 
cupational mortality involves three fac- 
tors, accident, the accumulative effect 
of dust and the effect of exposure under 
bad environment, late hours and habits. 

Committees are at present at work 
drawing up ratings for occupations based 
upon analyses of the processes of manu- 
facture and the statistics of mortality 
which have so far been made. It is 
hoped that the results of this work will 
be greater consistency in distinguishing 
between the hazards of particular in- 
dustries in a given trade and in more 
unformity of practice in fixing extra 
premiums for occupations among the 
various companies. 


ARTHUR HUNTER 


Dr. Arthur Hunter, vice-president 
and chief actuary New York Life, who 
was, 35 years ago, joint author of the 
numerical rating system of underwrit- 
ing, commented on the difficulties aris- 
ing from over-insurance and speculation 
in recent years. Nervous strain, finan- 
cial reverses and heavy responsibilities 
have been the cause of an unfavorable 
experience among those insured for 
large amounts, he said. It has been 
found that minor impairments have de- 
veloped into major ones through stress 
of the times. In one group the death 
rate from heart disease over the last 
few years was nearly twice normal. 

‘Commenting on the great increase in 
what is known about mortality among 
persons with abnormal blood pressure, 
Dr. Hunter said that experience indi- 
cates that the best blood pressure from 
the longevity viewpoint is about 10 
points below the average systolic pres- 
sure. The effect of higher blood pres- 
sure than the average in decreasing the 
expectation of life has been proved by 
mortality statistics, he said. It has been 
found that the so called functional heart 
murmurs are of little moment at the 
younger ages but must be given serious 
om giadeaiata if found at middle life or 
ater. 














H. R. BASSFORD 


Statutory requirements, complicated 
plans of benefits and the necessity of 
guarding against unfavorable construc- 
tion in the courts are the main reasons 
why the ordinary life policy in this 
country is marked by extensiveness and 
detail in its provisions, said H. R. Bass- 
ford, actuary Metropolitan Life. Even 
the simpler forms without special bene- 
fits are documents of about 4,000 words, 
he observed. 

Mr. Bassford said that the incontest- 
able provision is one which has been 
very generally misunderstood by the 
courts as well as by the general public. 
They frequently overlook its original 
purpose, which is to assure a policy- 
holder that the validity of his contract 
could not be challenged after a lapse of 
a certain time on account of innocent 
misstatements in the application. A 
denial of liability because of an excep- 
tion from coverage, such as death from 
an aviation accident, is in no sense a 
contest of the validity of the policy, he 
pointed out. 

Commenting on nonforfeiture pro- 
visions in policies, Mr. Bassford said 
that although the laws of most states 
prescribe minimum limits of nonforfeit- 
ure and loan values, the values allowed 
by the companies are usually much in 
excess of the statutory minimum. He 
mentioned the prevailing British prac- 
tice of guaranteeing low non-forfeiture 
values and allowing higher values when 
conditions made it advisable. 

Mr. Bassford commented on_ the 
growing popularity of settlement op- 
tions and said that because of the de- 
crease in interest rates and the gener- 
ally increased longevity there is a defi- 











Claude Beals Resigns 
to Practice Law 





CLAUDE C. BEALS 


Claude C. Beals, chief examiner of the 
Ohio insurance department, has resigned 
to enter the practice of law at Colum- 
bus, O. He will take a brief vacation 
and on his return will open an office 
specializing in the insurance field for all 
classes of companies. He will also act 
as counsel regarding insurance taxation, 
accounting systems, methods and prac- 
tices. He entered the department Oct. 
19, 1921, when B. W. Gearheart was 
superintendent. He has been chief ex- 
aminer since 1926. 

Mr. Beals served as chief of the bu- 
reau of investigation in the department 
since its inception, June, 1935. It is 
charged with a state-wide investigation 
covering the activities of claimants, law- 
yers, physicians, insurance adjusters, 
insurance agents and others, suspected 
of complicity in connection with false, 
fraudulent, fictitious, speculative and 
substitutive claims against insurance 
companies, including the Youngstown 
and Cleveland, O., areas. The activities 
of this bureau resulted in the indict- 
ment and conviction of numerous indi- 
viduals. 

Prior to Mr. Beals’ connection with 
the insurance department, he was asso- 
ciated with the office of state fire mar- 
shal of Ohio as clerk and investigator. 








nite downward trend in the amount of 
income guaranteed of the settlement 
options. 


NON-MEDICAL PHASES 


Statistics compiled by insurance com- 
panies prove conclusively that the ex- 
cessive use of alcohol increases mot- 
tality quite materially. Nevertheless, a 
large percentage of drinkers are entitled 
to life insurance in some form, either 
standard or substandard. The difficulty 
lies in determining just where to draw 
the line in the excessive use of liquor 
but, with good judgment, based on 1n- 
dividual company statistics, the effect of 
alcohol can be appraised fairly accut- 
ately. These observations were made 
by R. C. McCankie, associate actuary 
Equitable Life of Iowa. 

Remarkable strided in the field of 
aviation have necessitated constant 
changes in rules for underwriting Pét- 
sons who fly. Commercial airlines now 
carry over ten times as many passengers 
in a single month as they carried in the 
entire year of 1927. Practically no ' 
strictions, except as to the amount 0 
insurance accepted, are now placed upon 
applicants who admit much flying over 
regularly scheduled air routes. The 
trend is toward increased liberalization 
That there is still some extra hazat 
involved in flying, however, is indicate 
by the fact that the general rating = 
transport pilots still averages about $2 
per $1,000. 
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THE PAN-AMERICAN'S 
CLOVER CLUB 


is a new Agency Organization recently founded to 
encourage average size policy increases and other 
“QUALITY BUSINESS” factors throughout the Com- 
pany’s Field Organization. 


Members are awarded Clover Club Credits, based 


upon paid premiums under certain qualifications, 


which may be accumulated and applied to a wide 
selection of high-grade merchandise prizes. 


Thus, Pan-American Fieldmen have a double in- 
centive to produce quality business: 1—Resultant in- 


creased earnings; 2—Valuable awards. 





PAN-AMERICAN LIFE 
INSURANCE COMPANY 
NEW ORLEANS, LOUISIANA 


Crawford H. Ellis, President Edward G. Simmons, Executive Vice-Pres. 














Coast-to-Coast 
Representation 






To have his Company well and 
favorably known from Coast to Coast 
DOES mean much to a progressive 
Field representative. 





To that add over a Half-Century of 
faithful service to Policyowners and 
Fieldmen, and you've a combination 
that spells the reason why Provident 
keeps marching forward. 





PROVIDENT 
Life and Accident 
Insurance Company 


Chattanooga—Since 1887—T ennessee 




















Insured Savings 
us. Uncertainty 


Nearly every business and profession periodically 
must face certain critics and theorists who, ignorantly 
er maliciously, attack—making sensational charges 
and distorting every point possible, all for an un- 
earned, soiled dollar acceptable only to charlatons or 
quacks. 


Life Insurance, like other big institutions, has had to 
face this barrage and has answered all charges with 
a GUARANTEED PLAN for FINANCIAL SECURITY and 
CERTAINTY OF INSURED SAVINGS. Modern condi- 
tions call for streamlined savings programs such as 
only life insurance protection can provide. 


Are you interested in helping place such protection? 
Then you will find-it pays to be friendly with 











PEOPLES LIFE INSURANCE CoO. 


“The Friendly Company” 
ae ORT INDIANA 
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GUARDIAN LIFE 


INSURANCE COMPANY 


OF AMERICA 
NEW YORK CITY 








A MUTUAL COMPANY 
ESTABLISHED 1860 
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helps you get your 


money’s worth in 


advertising space 
TODAY 


F you bought advertising space thirty 
years ago, you will remember how 
hard it was ... how frequently impos- 
sible—to get information on circulation 
needed for effective space buying. 


In 1914 a group of clear-headed men, 
tired of deploring the situation, re- 
solved to do something about it. Their 
meeting resulted in the formation of 
one of the most remarkable examples 
of an industry’s self-control—the Audit 
Bureau of Circulations. 


Today, A.B.C. reports reveal and ana- 
lyze NET PAID CIRCULATION — the 
true measure of advertising value. 


A.B.C. reports answer the three vital 
circulation questions: how much is 
there? where is it? how was it secured? 
A.B.C. reports give verified informa- 
tion on the quantity, and an important 
index of the quality of circulation. 


Before you buy space in any publica- 
tion, study the A.B.C. report carefully. 
Know what you’re getting. Then buy— 
and get what you pay for. 

e e e 
Ask for a copy of our latest A.B.C. 
report. It will give you quickly and 
completely the facts you want to know 
about the circulation of this paper. 


FieNATIONAL, 
UNDERWRITER 


An A. B. C. Publication 





A.B.C. = Audit Bureau of Circulations = FACTS as a yardstick of advertising value 








